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Let The Radio Stores Corp. keep 
| vou supplied to meet the growing 
demand for this popular Head Set. 
We Make IMMEDIATE SHIPMENTS! 


Wire Your Orders To-day 
MAXIMUM DISCOUNTS 












 TheRadio Stores VV ARIABLE 
Type VC-1 
rat rexvinc CONDENSER 
(Manufactured by Radio Stores Corporation) 
A Step Forward! UNEQUALLED!! 
A FEW DISTINCTIVE AND EXCLUSIVE FEATURES: 
Concealed Counter Weight Under Dial 
Brass Studs Through Aluminum Plates and Die Cast 
Shaft Held in True Center Through Brass Bushings 
Binding Posts Mounted on Separate Metal Straps 
In No Instance Is Insulating Material Tapped—Metal In- 
serts Throughout 
Precision Workmanship—Best Engineering Design 
LIST—23 Plate $4.25 43 Plate $4.75 






















IMMEDIATE 
Complete with Knob, Dial and Counter Weight. SHIPMENTS 

Each packed in individual carton. 
Superior transiormer designed to meet the impedance of 


the standard receiving tubes 


AUDIO DC Resistance of Primary Coil, 158 Ohms. Secondary 


Coil, 4005 Ohms 


FREQUENCY Effective Frequency range 70/350) cycles. 
AMPLIFYING oe ee sae and 3 anon of amngiaation. ” 
VO distortion or howling as usually experienced, WO Sole 
TRANSFORMER ering acids or pastes used, which prevents shortcircuiting 
4 layers due to “acid eating.” 
75 Coil is impregnated and moisture proof. Separate ter 
. minal boards for both Primary and Secondary circuits, 
CS cemeeel which prevent current leakage. 
Used in large quantities by biggest reputable manufac 
turers of complete radio apparatus, which alone establishes 
; the necessary prestige for its extraordinary qualifications 
IMMEDIATE and gives it the best recommendation. 
SHIPMENTS 


Dept. G, 222 W. 34thSt. 


Radio Stores Corp. "ken York ci 


WHOLESALE EXCLUSIVELY 
STANDARD JOBBER DISCOUNTS 


National Distributors and Manufacturers of Standard Radio Products 
Ask About Our New Plug—Low Price, Best Design 




















“THE BEST THAT MONEY CAN BUY” 





MARK OF QUALITY 





DeVeau Gold Seal Radio Head Set a oe Ss oe 
Cat. No. 843 








DeVeau “Silvertone Standard” Radio 
Loud-Speaker. Cat. No. 833 





DeVeau “Silvertone Midget’ 1] 
Radio Loud-Speaker. a 
Cat. No. 835 





Vv “Silvert Junior” : . DeVeau “Silvertone Station Type” Radio 
anions cain Gn te a nee Loud-Speaker. Cat. No. 836 


%). 





DeVeau Radio Hand Micro-Trans- 
mitter. Cat. No. 845 


DeVeau Radio Adjustable Arm 
Micro-Transmitter. Cat. No. 847 
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. ‘ . DeVeau Radio Flat Plug. Cat. No. 

DeVeau Radio Desk Micro-Transmitter DeVeau Radio Stationary Type Micro- 829. DeVeau Radio Round Plug. 
Cat. No. 846 Transmitter. Cat. No. 848 Cat. No. 828 

We manufacture the following RADIO APPARATUS:—DeVeau “Gold Seal’ Radio Head Sets, 

DeVeau “‘Silvertone’’ Loud-Speakers, DeVeau Radi> Transmitters, DeVeau Radio Cams, DeVeau Radio 


Jacks, DeVeau Radio Binding Posts, DeVeau Radio Phonograph Attachments, DeVeau Radio Plugs, and 
other Radio Specialties. 


SEND FOR DESCRIPTIVE DATA AND DISCOUNTS 
STANLEY & PATTERSON, INC. 
New York, U.S. A. 


DISTRICT SALES OFFICES: 


BOSTON SAN ANTONIO SEATTLE SAN FRANCISCO LOS ANGELES DETROIT 
C. R. Corcoran Kemp Haythorne P. L. Hoadley Clapp & LaMoree Clapp & LaMoree DeVeau-Bartling Co., 
100 Boylston St. 333 McKinley Ave. Seaboard Bldg. 589 Howard St. 310 E. 4th St. 602 Equity Bldg. 
BUFFALO PHILADELPHIA PITTSBURGH LOUISVILLE CHICAGO BIRMINGHAM HABANA 
C. K. Wyatt J. A. Vaughan Parke and Jaques Electrical Sales Co. Doherty-Hafner Co. W. H. Beaven Arnesto N. Rodriguez 








241 Lexington Ave. Real Estate Trust Bldg. 305 7th Avenus Kenyon Bldg. 730 W. Monroe St Jefferson Co. Bank’ Bldg. Abreu Bldg. 
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An Improved 
| Square D Safety Switch, Series 80,000 


With Exclusive Features of Complete Pro- 
| tection, Complete Accessibility, and Excep- 
| tional Electrical and Structural Strength! 


Here is the safest, strongest, surest This is the Time to Act 
safety switch! Anew Square D with Wiskte today Sor a: Squnee Deeps 
radical improvements that command enetetinn He will show you the a 
the attention and approval of electri- radically improved Square D Switch, 
cians, contractors, safety experts, jet you see for yourself why it is the 
architects and purchasing agents! A ne logical switch tostock and install, 
new Square D that meetsevery prac- and give you the surprisingly attract- 
tical requirement ever demanded of _ive prices on the complete line from 
an enclosed safety switch! 30 amps. to 400 amps. 


Square D Company, Detroit, U. S. A. 


Canadian Factory: (9) Walkerville, Ontario 
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Another Safety Feature All Parts Quick Make and Break Absolute Safety Insured 
Insulating covers for Easily Removable The powerful make No other switch ap- 


the live terminals are 
furnished at a slight 
additional cost. Com- 
pletely shielding the 
terminals, these covers 
Prevent shocks and 
shorts except by wilfull 
intent. 


An attractive new 
booklet, completely 
discussing and illus- 
trating the superiori- 
ties of the new model 
ie just off the press. 
W cite for it today. 


Instead of being 
mounted on one slate 
base, all switch parts 
are mounted on indi- 
vidual bases of mould- 
ed insulating material. 
Any blade or jaw can 
be replaced from the 
front of the box in less 
than 5 minutes: Ex- 
ceptional ruggedness 
and low maintenance 
cost are two desirable 
advantages of this ad- 
vanced construction. 





and break mechanism 
is located on the inside 
of the box where the 
spring cannot become 
clogged with dust, oil, 
etc. The switch is 
either all on or all off. 
Proper alignment is in- 
sured by making the 
cross bar of steel with 
insulating sleeves. Un- 
like fibre, it cannot 
split, char, or warp out 
of alignment. 


proximates the safety 
features of the new 
Square D. The cover 
cannot be opened when 
the switch is on; the 
circuit cannot be 
closed when the cover 
is open. But authorized 
persons having the 
Square D key may in- 
spect the switch with- 
out interrupting the 
circuit! The box may 
be permanently locked 
to prevent its being 
opened except by 
authorized persons. 


Square D Safety Switch 
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THE RESOLUTION 
Whereas, 


words to designate our business 


There is need of 


and activities; and 

Whereas, It is proper that we 
should deliberately add to our 
vocabulary such properly derived 
words as are required; now there- 
fore, be it 

Resolved, That the following 
words be adopted as recognized 
by us with the meanings at- 


tached: (See opposite). 





FARQUSON JOHNSON 
Editor and General Manager 


NATIONAL ELECTRAGIST 











FORMERLY BLECTRICAL CONTRACT ORDEALER 








(Trade Mark) 


The Official Journal Published Monthly by the National 


Association of Electrical Contractors and Dealers 


Radio Service Supplement Last Section 





Volume 21 








Vol. 21, No. 


THE NEW WORDS 


Electragy—Name of the trade 
or business of Electrical Con- 
tractor-Dealer. 
Electragist—A person conduct- 
ing such a business. 
Electragician—A person work- 
ing at the business. 
Electragize—A verb—to work at 
the business—or to provide elec- 
trical equipment. 

Electragic—An adjective—relat- 
ing to the business. 

Electragian. 

Electragial. 
JAY S. TUTHILL, News Editor 
G. W. HAUPTLI, Advertising 











JUNE, 1922 Number 8 
PU oo 
TO OUR READERS SUBSCRIPTION RATES 
All matter for publication must be in the hands of the One Year, Domestic. ge qt “gh > eet ypenaale ores gaae 
Editor by the 10th of the month preceding publication. Foreign Subecrip tions, including Canada, per year.$2.50 
Re re re ey Re areas zo cents 


All changes in our mailing list should be received by 
us two weeks prior to date of publication of the issue 
with which the change is to take effect. 


TO OUR ADVERTISERS 


Changes in advertisements and all advertising copy 
should reach our office not later than the TENTH OF 
THE MONTH previous to the date of issue. 








Entered as second-class matter September 1, 
at Utica, New York, under the act of March 3, 1879. 


OFFICE: 
11 Liberty Street, Utica, N. Y. 
Editorial and Business Office: 
15 West 37th Street, New York City 





PUBLICATION 


Copyright, 1921, by The National Association of 
Electrical Contractors and Dealers. 


1919, at the Post Office 


Table of Contents and Adveriising Index Next to Last Page Preceding Radio Service Supplement 
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«Circle fk” Plugs and Receptacles 


No. | 





17 No. 


Get the Best! See that the Wiring Devices 
you Buy and Sell are “Circle F”—the mark 
of Quality Guaranteed. 

SEND FOR CATALOG 


105 





Pre 









No. 1050 


E. H. Freeman Electric Company 





TRENTON, N. J. 
Manufacturers of “Circle F” Wiring Devices 
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P&S BR and 1162 yl 












P&S BR Mounted on Shallow Box 
with P&S 1162 BX Box Adapter 


RODOOLL 
lel P&S BR and 1163 


P&S BR Mounted on Deep 





P&S 1162 4” Box with P&S 1163 
BX Box Deep Box Adapter 
Adapter 





P&S 1163 


Deep Box 
Adapter 


TB rise 


P&S BR Fivld BRASS BASE 
santas For Shallow or Deep Boxes and “Old Work” 
Interchangeable with All Fluto Bodies 


P&S 1162 and 1163 are Made 
to Use with BR 









é 


P&S $22 


P&S 
$21 











Made by 


Pass & Seymour, Inc., 
Solvay, N. Y., U.S. A. 
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Hartford 
Time 








Signs and Street Lighting Circuits. 


Switches 


Infallible Monitors for Store Window Lighting, Electric 


All Capacities, Various Types, Rugged Construction, Dependable in Operation. 


NOW AVAILABLE 


A. HALL BERRY ‘NEW YORK, N.Y 











“DIAMOND H™ 


REMOTE CONTROL SWITCHES 
LAMINATED BRUSHES 
IRONCLAD MECHANISM 
SELF CLEANING CONTACTS 




















FOR % Ni FOR 
ALTERNATING DIRECT 
CURRENT CURRENT 
Type “F” 3-Pole Back Connected 
Remote Control Switch 
DovusLe PoLtE—THREE PoLeE—Four Poe Double Pole TYPE “F” triple Pole 

; Catalog | Ampere List Catalog List 

Number | Capacity Price | Number] Price 

730 30 $36.00 790 $43.20 

740 60 48.00 800 54.00 

750 75 60.00 810 67.20 

760 100 93.60 820 108.00 

770 150 108.00 830 124.80 

780 200 122.40 SAG 139.20 





Made by 





Double Throw Combination H ARTFORD, CONN., 


For two sources of supply with common load. Transfers U. S. A. 
automatically upon fzilure of one soutice. ™ 





Write for Catalogue and Discount Sheet 


THE HART MANUFACTURING CO. 
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Now the switch is ready, 

It is in most jobbers’ stocks. 
List price $0.45. Schedule H2. 
Standard Package 50 Carton 10. 
Capacity 10 amp. 125 volts. 


Months of development. 


Months of testing—before the de- 
fects of ordinary toggle switches 





were ironed out. 


But they were finally eliminated and jo, 2951 5 amp. 250 volts. 
























































get ptf ee BLACK COMPOSITION HANDLE. 
HOW DISTANCE. HANDSOME APPEARANCE 
WHITE MEANS “ON” 
ee DIRECT ACTION OF LEVER ON 
BLACK MEANS “OFF MECHANISM HELPS SPRING 
LONG MUSIC WIRE AND PREVENTS STICKING. 
COIL SPRING 
MAKES EASY ACTION WIDE BREAKING DISTANCE 
AND LONG LIFE PREVENTS ARCING 
SHALLOW CUP._ | : EXTRA LONG BINDING 
SUITABLE FOR SCREWS STAKED SO 
SHALLOW PARTITIONS 7 THEY WONT FALL OUT 
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THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 


NEW YORK CHICAGO SAN FRANCISCO « 
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Pyrotite 


Puse Plugs 
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Aa 
Bushed Elbow 
with Brass 
Floor Coupling 


A Few of the New Fittings Shown In Our New Catalog 








“Bulb” Tee with Brass Floor Coupling 











DID YOU GET ONE? IF NOT, WRITE US 


THOMAS & BETTS CO. 


63 Vesey Street New York, N. Y. 
Chicago Office: 612-626 W. Jackson Blvd. 
W. J. DOHERTY, Mgr. 


PITTSRUDGH 


i 
ENAMELED CONDU 


SED TEUAD 
PATENTED: 


The Profit Builder 


 sieteoareagsne STANDARD is a real aid in getting 

greater returns from your work—by saving 
time, eliminating interruptions, cutting costs and 
making a better job. 


Reaches the job ready to install. Patented Thread 
Protectors eliminate running dies over pipe ends and 
reversing couplings. Threads are clean, sharp and 
true—with just enough enamel to protect from rust. 


Costs no more than ordinary enameled conduit. 
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Another Arrow Product 


An attachment plug armored 
against injury with a sure 
grip on the cord 













N MATTER how many times the cap is accidentally pulled The old method 
out and dropped on the floor the cord does not pull 
from the binding screws nor is the cap broken. 

The Armored Attachment Plug costs slightly more than 
the ordinary plug, but it saves its cost in repairs and re- 
placements. 

The Caps RH (13/32” cord hole and RI 14,” cord hole) 
are standard and interchangeable, so that they can be 
bought separately if desired. 

This plug is particularly suitable for industrial work 
and garages. 


Attachment Plugs with Armored Cord Grip Cap. 


RH-8200 with 13/32” cord hole, 35e each, standard 
package 50. 

RI-8200 with 1%” eord hole, 35e each, standard pack- 
age 50. 


THE ARROW ELECTRIC COMPANY The new method 
HARTFORD, CONN. 














The complete line of Wiring Devices 
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“A Fitting for Every Requirement” 





HE conduit like the chain 
is no stronger than its 
weakest link—the fitting. 










The selection of fittings then 
is most important. 





Have you ever had the 
fusing requirements of your 
plant thoroughly analyzed to make 
sure that you are using exactly the right kind of 
fuse on each circuit from the standpoint of protec- 
tion and safety as well as yearly cost? 










































The Appleton catalog of fit- 
tings is complete. There is a 
type for every requirement. 
Specify them, without reser- 
vation, if you want the best. 
The best are always the 
cheapest. 


Do you realize how the wrong type of fuse in any 
given circuit not only adds greatly to your fuse ex- 
pense but also endangers the machinery on that cir- 
cuit—is perhaps even a menace to life and property. 





If you have any doubt about the fus- 
ing in any part of your plant—either 
from the standpoint of safety or cost— 
our Service Department can be of very 
practical help to you. 


Write today for your copy of 
Catalog No. 8 and supple- 
mentary Bulletins of ‘‘Uni- 
lets’’ and other Conduit fit- 
tings. 


Without any expense or obligation 
whatever on your part one of our fuse 
engineers—either independently or in 
co-operation with your own engineer— 
will gladly make a careful survey of 
the fusing requirements throughout 
your plant, and then point out how and 
where and why your yearly fuse costs 
can be reduced and the safety and ef- 
ficiency of your plant increased. 
“Union” Fuses are made in both Re- 
NION 1ewable and Non-Renewable — types. 
ae The National Board of Fire Under- 
ss mig writers have given both types their 
600 very highest approval, in all capacities, 
» vol! both 250 and 600 volts. 

ma Sold by leading electrical jobbers and 
dealers. 








APPLETON PRODUCTS INCLUDE: 
*Unilets” 

Outlet Boxes and Covers 
Laundry Fittings 

Locknuts and Bushings 

Meter Terminal Fittings 

Conduit Clamps and Hangers 

Entrance Fittings 


**Pagrip” 

Metal Molding and Fittings 
Switch Boxes 
Reelites 
Auto-Reelites 


New 9%6-page Catalog contains many 
important fuse facts; free on request 








than ANY other renewable 
The “UNION” saves more 
fuse. 







The plant 
behind 
Appleton 
Products 











Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet 
Boxes, Cut-Out Bases, Fuse Plugs, 
Automobile Fuses, Renewable and 
Non-Renewable Enclosed Fuses. 










NEW YORK 





CHICAGO 


APPLETON ELECTRIC COMPANY 


Factory and General Offices 


1704 Wellington Avenue, at Paulina 
CHICAGO 
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HUBBELL NO. 3193 
A Te-Tap for Fixture 
or Pendent 


Standard Hubbell Pull Socket 
(250 Watts—250 Volts) with 
Side Outlet having Hubbell Te- 
Slots (660 Watts—250 Volts) 
taking caps with parallel or tan- 
dem blades. Threaded socket 
shell fits all standard shade 
holders. 
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ELECTRICAL SPECIALTIES 


NATIONAL ELECTRAGIST 


CAM tg 
eae 


PBs RE 





HUBBELL “UNITS” at our Bridgeport 
factory—in use for 2 years. 


for Industrial Light and Power 


HUBBELL ‘‘UNIT”’ System provides a power outlet at each drop light 
over bench or machine. Te-Slots of Current Tap 3193 take standard eap 
blades. 


New wiring is not always needed. Any electrician ean install each UNIT 
in a few minutes. It gives convenience of a Te-Slot receptacle for each 
workman, with well-directed light upon the work; and locking guard pro- 
tects the lamp bulb from theft or breakage. 
Write us for imprinted copies of Cireular No. 226 deseribing this system. 
HUBBELL “UNIT”? consists of Hubbell Pull Socket Current 
Tap No. 3193 (with 3@” shell cap); Cone Reflector, Type No. 
5441 (made in sizes of 8”, 10”, and 12”); and Locking Lamp 
Guard, Type 6653, fitting Reflector. 


HARVEY HUBBELL 


ELECTRICAL gy) SPECIALTIES 


BRIDGEPORT CONN, U.S.A. 
2252-U 
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Mr. Gntinited Delile. 


Does this familiar “‘cut’’ represent 
your idea of “Up-to-date Wiring’’? 
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Let’s hang the “‘crepe”’ on 
this kind of a wiring job. 


mn 


What are you doing to convince the architects 
and owners of the economy and advantages 
of doing the job right by providing more 
‘*eonvenience outlets’? The chandelier must 
go into the diseard as a medium for supplying 
current to electrical devices. 
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No. aa ey - No. ee 
Floor Outlet witc oor Outlet 
FOR CON TRACTORS with Nozzle Box Non-Adjustable 


WHO DO QUALITY 
WIRING JOBS 


Do you have our catalogue? 


More Floor Outlets, Receptacles, and Switch 
Bozes must be installed, if current consuming 
devices are to be used daily as necessities, 
instead of ornaments or occasional luxuries. 


Monn ee ena hin oa 
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Write for Catalog 33-E and 


souvenir pencil with “thick lead” 


Steel City ze Clectrre Ca 


1207-1223 Columbus Avenue 
PITTSBURGH, PA. 
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National Metal Molding © 
Pittsburgh, Pa. 
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Lighting Equipment for 
Stores, Offices, Homes, 
Shops and Outdoors 








Fans for Home, Offices, 


Stores and Ventilating 





Electrical Housekeeping 
Appliances 
And Supply Items, 
Standard in Type, 


Western Electric 
in Quality. 








A 








se Western Electric 
Company 
| OFFICES IN ALL PRINCIPAL CITIES | 








Nearby Stocks of Everything Electrical 
Increase Cash by Quickening Turnover 






Cash—The cash money to satisfy your obliga- 
tions and finance your business can come in 
only as you turn over your investments. 



























This is so whether your investment is in mate- 
rial for wiring jobs or in resale goods. 


Obviously the fastest turnover is when the in- 
vestment keeps in step with wiring jobs and 
sales of goods. This means your stocks should 
be conservative in each line to hold down in- 
vestment, but representative in many lines to 
meet the needs of your trade. 


We can help you to keep your stocks in this 
balance with demand and thus speed up your 
turnover. 


Our Distributing House near you carries 
large stocks of everything electrical. Located i 
in the center of trade and transportation near 
you, it ships from the hub to the rim—not the 
other way about. Shipping facilities make 
these stocks yours for all practical purposes 
and help you balance your stocks and there- 
fore speed up turnover. 


There are Specialists, too, at these Houses to 
‘assist in selecting materials and in developing 
plans to speed up turnover. 
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Emerson Fans 


THE FANS WITH THE 5 YEAR GUARANTEE 





You will find Emerson Junior and the full 
line of Emerson fans in stocks of: 





Aberdeen, South Dakota_.............McLaughlin Electric Supply House 
Atlanta, Georgia ~.............--.-----.-.-Southern Electric Supply Co. 
Baltimore, Maryland_- ee =—=—Ehl(ilr LULU 
PE, TREE nncnonnnwncadunbbsnumeseidmmibnaal Neches Electric Co. 
Binghamton, N. Y....-.-.....-...-.-.-----Bunnell-Stevens Company, Inc. 
Birmingham, Alabama_........-.......---Interstate Electric Co., of Ala. 


Birmingham, Alabama__......................Robertson Supply Co., Inc. 
Boston, Massachusetts. ..................-. R. V. Pettingell Elec. Sup. Co. 
Brooklyn, N. Y..-.---.---------------.-Greenfield Electric Supply Corp. 
Chicago, Illinois...............-.-.-.-.-.-.-Electric Appliance Company 
Cincinnati, Ohio........-...-..--.---.-----The Post-Glover Electric Co. 


Cleveland, Obhio................................The Elliott Electric Co. 


CHOU, SOUR nndwccccennscccseececsnsseescsesscae Gane Gh 
I, SEEN men tien niveniicindnmanpeiguhinttnieainminiel The Electric Sales Co. 
Dallas, Texas........................-.-...-Electric Appliance Company 
Davenport, lowa.....- aceenovapssenemaienll Mississippi Electric Company 
co OR EE Tri-City Electric Sup. Co. 
DG, Glininicscducwmanemens oeenenetinniie The Post-Glover Electric Co. 
Jes Moines, lowa.............................-..Downing Electrica] Co. 
ee McNaughton-McKay Elec. Co. 
SNL, SEI nnecmemmpmpendinuminenbisenabetl Miller-Seldon Electric Co. 
Th, Biiicencccoussscessnnacmneinestonsigual Marshall-Wells Company 
ee eee Duluth Electrical Supplies Co. 


Evansville, Indiana__- 


SE ll ie 
Homer, New York 


iosnth does entnantibaiepenpetnnenainnmsnnaiageiaiell John S. Maxson Company 





Houston, Texas_--_- .-.-...-.-.-Barden Electric & Machinery Co. 
Huntington, West Virginia. a Emmons-Hawkins Hardware Co. 
Indianapolis, Ind.- a eo te Meier Electric & Machinery Co. 
Kansas City, SE Raa apie aa a ......Funsten Electric Co. 
Renene City, Me...........-- _.-.-.---Independent Elec. Machinery Co. 
EM Cresee, Wiseenele.....nccccccccccsccccscscccene We A, Bagsgven Co. 
Little Rock, Arkansas. _-.. ~~~ sexennsennantit Treadway Electric Company 


Los Angeles, California_....................-.-.-California Hardware Co. 
Los Angeles, California.....................Woodill & Hulse Electric Co. 
ee ee -Peaslee-Gaulbert Co., Inc. 


Mansfield. Ohio....... ~~~. speneoene exis Hartman-Spreng Co. 
DEE DE accnciancesscnanaceticiell Northland Electric Supply Co. 
ee ee ee: Loeb Hardware Co. 
Nashville, Tennessee...................Southern Incandescent Lamp Co. 
ree ee eee manne AE Venino Brothers & Co. 
New Orleans, La..................-.....-...-Electric Appliance Company 
Fe TN, Cth snsncncstwrncsginnecensonen Interstate Electric Company 
New York, N. Y. mabvenpreeitiinnetand Gertler Electric Co., Inc. 
New York, N. Y. —_ ‘ .Holloway-Bentz & Co., Inc. 
New York, N. Y...- 2 __.-----Manhattan Electrical Sup. Co., Inc. 
New York, N. Y.. ...----.-..-.---Monroe Lamp & Equipment Corp. 
New York, N. Y.--- supencuesinwtscdatiehhabmaeatie Parr Electric Co. 
New York, N. Y..-- Phietnateian petra Electrical Supply Co. 
Omaha, Nebraska-_--~- : nwansaneuaibeansenineangih, Ane [i 
Ct, Dn ssencecesnesunenenamannenenend Wright & Wilhelmy Co. 
Peoria, Ilinois......................United States Electrical Supply Co. 
PEs iin acuseecncnunescenneiibied Elliott-Lewis Electrical Co., Inc. 
PRET,  DEicccncescocccesecscncocecsosseqasnag. at Eee Gh 
PE WIM... cinccctinabtiinhtabinbagmammtiel Marshall-Wells Company 
Providence, Rhode Island.....-.-------.-- Union Electric Supply Company 
St. Joseph, Mo.. pacedeenencusscetesceccensssssen aneelns Gi. 
Se. Louie, Me....... intrentintantinadid Commercial Electrical Supply Co. 
St. Louis, Mo.....................-Manhattan Electrical Supply Co., Inc. 
a ee a a Peerless Lighting Co., Inc. 
Bb. SEE Bi cncnunowmenapnndedGuitindaiqdie tne: Shapleigh Hardware Co. 
St. Paul, Minn.. . ecccncocccenococenose=--beewe Gapply Company 
Te es ..-Olson-Boettger Electric Co. 
Salt Lake City, Utah......................The Salt Lake Hardware Co. 
Sen Diego, Califernie.................. Electric Supplies Distributing Co. 
Sen Franciece, Califernia...................- Electric Appliance Company 
San Francisco, California- " ......--.Baker, Hamilton & Pacific Co. 
Shreveport, La. Interstate Electric Co. of Shreveport, Inc. 


Sioux Falls, South Dakota__- 
Spokane, Washington- 


intestinal -Tri-State Electric Co. 
— -Marshall-Wells Company 


Syracuse, N. Y. sciideieteieai _ mee Hall Co, 
Toledo, Ohio. _-- u--e-------------The Toledo Electric Sales Co. 
Toronto. Ontario, Canada_.....................McDonald & Willson, Ltd. 
Utica, New York hased Genied .Porter Electric Co., Inc. 
Weemtegtes, BD. C...nccccccccs _...---Doubleday-Hill Electric Co. 


The Emerson Electric Mfg. Co. 
2018 Washington Ave., St. Louis, Mo. 
50 Church St., New York City 














Why Motor Users Demand 





REPULSION START INDUCTION 


Single Phase Motors 





Sizes: 


yy to 40 H.P. 


Every one will agree that motor users are al- 
ways in the field for motors that will stand 
up under hard usage, motors that will oper- 
ate under unusual conditions, and still give 
satisfactory service. Motors with the above 
qualifications are obviously sellers. 


Century Repulsion Start Induction Single 
Phase Motors can, and do, give satisfactory 
service because they possess the following 
characteristics : 


Starting Torque, in excess of 300% Full 
Load Torque, makes them desirable for ap- 
paratus requiring a high starting Torque. 


Starting current, less than 275% full load 
value, reduces the strain on transformers 
and line. 


Automatic operation allows them to be re- 
motely controlled by a single throw switch. 


Silent operation makes them desirable in 
many instances, such as the operation of 
church organs, ete. 


Finally, they have demonstrated their ability 
to KEEP-A-RUNNING. 
Temperature Rise Not More Than 40°C. 


CENTURY ELECTRIC COMPANY 
St. Louis, Mo., U. S. A. 


Sales Offices in Principal Cities 
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Ernest says: 


See that Black Line! 


.S am That’s what you should look for when 
Our Chauncy Alcott 
is no sweet-voiced yod- you buy loom, because it is the mark of 
ler, but he sings the F 
praises of DURADUCT Grane 


because he knows it 


from A to Z. DURADUCT 


the non-metallic conduit with the Roller- 
Bearing Wireway and the Single Inter- 


woven Wall. 


It fishes easy, cuts clean and is a joy to 


the Contractor! 


TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 
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Euclid Was Wrong! 
There IS a Royal Road 


to Learning 





Users of “Royal” Sockets are traveling the 
royal road that assures their learning perfect 
socket satisfaction. 


Royal Sockets 


employ a familiar construction, but they give 
unmistakable evidence of that nicety of man- 
ufacture and perfection of finish that have 
distinguished all Weber goods for the past 
fifteen years. 





And the Line Is Complete 


6 Socket Bodies 
8 Switch and Rosette Bodies 
20 Caps 19 Bodies 


“Royal” 
Pull Socket 





HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston Il, MASSACHUSETTS 
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He powerful breeze produced by the R & M 

Fan is doubly effective because the fan does 
not advertise its presence by mechanical noise or air 
hum. Through the breeze, and the breeze alone, 
it makes its presence known. 


This is a feature every purchaser appreciates, 
whether buying fans for the hotel, theatre, office, 
store or home. And it is one of the many features 


of the R & M Fan which make easy sales for the 
retailer who specializes on the Robbins & Mvers 


line. 
THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 
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Light and Power 
Switchboards 




















































Major 

Systems 
for 

Theatres 


Triumph 
“T.P” Safety 
Type Panel 
Board 





See SLABS 5 









Reversible Cover 
Floor Boxes 






for Fans, Heaters and 
Pictures 
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Leader ship 


The Frank Adam Electric Company have gained the leadership 

of their field by believing that the successful installation and 

service of -their products is as necessary as the sale of them; 

ei 4 by developing and severely testing new ideas; by treating all 

Ps suggestions from customers thoughtfully, by analyzing the 

years of past- experience for the good of the future; by sup- 

plying goods that have lowest-cost-installed rather than low 

“ selling cost; and finally, by always looking at every problem 
{ : : , from the consumer’s viewpoint. 












; You cannot expect to find more in cither materials or service, 
: ' anywhere, 


a 


An Engineering Department is at your com- 
mand at all times. Literature on various 
products gladly supplied—have you received 


your copy of the new “T-P” Bulletin? 












E LECTRIC COMPANY 


» ST. LOUIS 





Manufacturers Also Of: 











y District Offices: Detroit, Major systems, panel boards and 

; f Minneapolis, New York, cabinets, pare switches, safety 

“ f/f —i / =] , - ~~ Dallas, Kansas City, Cin- switches, fan hanger outlets, re 
/ Sf A j / 4 ’ d , . cinnati, Chicago, New Or- versible-cover floor boxes and 
TN Pam iameeens ena —~ leans, San Francisco, Los A.C. and D. C. Distribution 
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Angeles, . Seattle. Switchboards. 
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Safety Ribbons 





Buy Good Tape 

Johns- Manville Jomanco 
Friction Tape for general out- 
door work; Johns- Manville 
No. 3 Friction Tape for motor 
leads andswitchboards; Johns 
Manville No. § Friction Tare 
for inside work; Johns-Man- 
ville Armature Tape for Coils. 

Johns-Manville Alpha 
Splicing Compound for extra 
strength and puncture resis- 
tance. Johns- Manville Brook- 
lyn Splicing Compound for 
low voltage work, 





Through 
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and its allied products 
Brake Linings 
Insulations 
Roofings 
Packings 
Ce 


\ Fire. 
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7 | Strong tapes 
that stay sticky 


F peo ceny cing can go the limit on a fussy 
splice, but when it’s all done, no splice is 
better than the tape it’s wrapped with. 


And with the best tape so reasonable in 
price, no wonder there’s a constantly growing 
demand for Johns-Manville guaranteed Tapes 
and Splicing Compounds. 


Outdoors or inside; on the splice or in the 
tool kit, Johns-Manville Tapes and Splicing 
Compounds stay strong and sticky and retain 
their high insulating efficiency. 


Johns- Manville Friction Tapes and Splic- 
ing Compounds are carried in stock by all 
Johns-Manville Distributors. 


JOHNS-MANVILLE Inc., Madison Avenue at 41st Street, New York City 
Branches in 56 Large Cities 
For Canada: Canadian Johns-Manville Co., Ltd., Toronto 
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JOHNS~ MANVILLE 
ELECTRICAL MATERIALS 
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How Much Lamp Cord 
Are You Selling? 


There is a market for lamp cord worth going after. It is 
roughly estimated upon competent authority that over 
125 million feet of lamp cord is sold each year. The 


















dealers who sell it are the ones who try by keeping it in This is the convenicn’ a- 
sight, on the principle that ‘well displayed is half sold.’ 9 ee cod alte Eee 


G-E Lamp Cord is a quality product. It offers a wide 
selection of colors in silk or cotton and it stands up in 
service. Packaged attractively with the blue and orange 
label it makes excellent shelf merchandise with which to 
go after your share of the annual lamp cord sales—and 
there is a G-E display cabinet that is a sure “silent 
salesman”’ for silk cord. 


Get your la=p cord out from under the counter— 


AN) KEEP IT OUT 
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General Office 
ochenectady, NY. 






































Electrical Convenience is a 
topic of conversation in thou- 
sands of homes this year 

) LO HOUSEKEEeINg 








» 








General Office C oO 
Schenectady, NY. 
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G-E National Advertising 
will help the dealer sell 
the electrical idea 


G-E National advertising, starting next 
month in prominent magazines of large 
circulation, will feature complete electri- 
cal convenience. It will paint an allur- 
ing picture of the comforts to be had if 
the home be properly wired. 

This advertising will direct to contrac- 
tor-dealers’ stores thousands of those 
whose interest in electrical equipment 
for the home has been aroused to the 
buying point. 

Complete wiring and G-E Reliable 
Wiring Devices are being made increas- 
ingly easy to sell. The model electrical 
homes now being built from coast to 
coast are giving an added stimulus to 
public interest. 


Sales Offices in 
all large cities 4i-184 
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THE RESOLUTION 


Whereas, There is need of 
words to designate our business 
and activities; and 

Whereas, It is proper that we 
should deliberately add to our 
yocabulary such properly derived 
wor/s as are required; now there- 
fore. be it 
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THE NEW WORDS 


Electragy—Name of the trade 
or business of Electrical Con- 
tractor-Dealer. 

Electragist—A person conduct- 
ing such a business. 

Electragician—A person work- 
ing at the business. 

Electragize—A verb—to work at 
the business—or to provide elec- 
trical equipment. 





Resolved, That the following 


FORMERLY ELECTRICAL CONTRACTOR DEALER 





words be adopted as recognized 
by us with the meanings at- 
tached: 


(Trade Mark) 
Official Journal of the 


Electragic—An adjective—relat- 
ing to the business. 


Electragian. 
Electragial. 


National Association of Electrical Contractors and Dealers 


Publication Office: 11 Liberty St., Utica, N. Y. 


Editorial and Business Offices: 15 West 37th St., New York City 
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The New Radio Section 


So many of our readers have expressed an interest i1 the 
much discussed subject of radio that the Publication Com- 
mittee deemed it advisable to incorporate in the official 
journal of the National Association a radio department. 

As set forth in the report made by B. H. Bendheim of 
Chicago, chairman of the committee on merchandising and 
industrial relations for the National Executive Committce, 
it is the desire of the prominent radio distributors of the 


country to market their products through electrical con- 
tractor-dealers; but unless the latter at once make a study 


of the subject and become competent to inform the public 
on the intricacies of radio installation and operation, it will 
be impossible for them to hold their leadership in the radio 
retailing field. 

Aside from department stores, mail order houses, novelty 
shops and music stores, hardware and furniture dealers also 
are striving to place themselves in a position to supply the 
public demand for radio outfits. All of these lines have had 
longer experience in merchandising than have the newly 
created electragists, but all of them lack the facilities for 
servicing. 

The permanency of the radio business has been questioned. 
Some say it is merely a new toy that will soon lose its charm. 
Others believe that as a business commoditity it is as per- 
manent as the automobile, which first became an article of 
commerce through its appeal as a pleasure vehicle—a rew 
tov. But now there is scarcely an automobile, cven of the 
pleasure type, that is not put to some practical use, and in 
addition there are the many purely commercial vehicles that 
have grown up from the toy period of automobile history. 

Radio will doubtless develop into a commercial proposi- 
tion in much the same manner. At that time will it call 
for the services of practical electrical men. The electrical 
profession will be called upon to solve engineering prob- 
lems, for installation, and to render service in operation. 

In his report, Mr. Bendheim stresses the immediate need 
of information by the electrical profession. He advises the 
education of the electragist. The public recognizes radio, 
he says, as an electrical device, and naturally looks to the 
electragist for enlightenment on the subject. And so he 
urges the electrical contractor-dealer to gather all the in- 
formation possible upon the subject of radio. 

The new radio section will aim to accomplish this pur- 
pose. To denote its broad field it will be known as the 


Radio Service Supplement. It will endeavor to cover the 
whys and wherefores of radio insofar as the electragist is 
concerned. 

Radio Service Supplement is madeup and bound into the 
last secticn of this issue. Thus it becomes an integral part 
of this monthly magazine. It is hoped that our readers will 
realize its value and reap the benefits of the advantages it 
offers. 


Time to Trade Out 


There is no doubt that over emphasis has bee: commer- 
cialized, but we are in a critical period of business where 
the powerful forces of print can be mobilized and _ sent 
charging everywhere to bowl down contrary opinions. 
Therefore if rightly employed, over emphasis is cn essential 
means whereby the thought of an over racked world can 
be swung back to its regular process of reasoning. 

The rigidity of thought and action as developed by the 
war thrift campaigns are recent enough to exemplify what 
emphasis can do. That emphasis was stressed for a definite 
national purpose which produced unquestioned be-e‘icial 
results. But a powerful drug prescribed for the alleviation 
of pain during convalescence, if continually taken after the 
cure is affected, soon becomes a means of inducing pernici- 
ous lethargy, and later causes a complete collapse and ulti- 
mate destruction. 

Too much cannot be said for thrift rightfully employed, 
but it is high time that the public should begin to differen- 
tiate between thrift and a parsimony which if nationally per- 
sisted in will cause a change of business fundamentals and 
consequently will affect every individual, be he commercial, 
professional man, or farmer. 

No sane thinker wants the pendulum to swixg too far the 
other way, but with our thoughts centered on socalled busi- 
ness reconstruction we must not forget to give some thought 
to the other fellow’s business and loosen up on our own 
purse strings enough to start his into action, in order that 
his prosperity shall react on ours. 

That has a selfish ring, but commerce is an erdless chain 
that must have unlimited flexibility. Go back in memory 
to the old days in small communities where actual money 
was seldom used in daily transactions, and the little old 
brown pass books were carried for exchange as we now carry 
currency. Where would the local merchant have been if the 
butcher had not wanted a new harness, and the harness 
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maker’s wife had not needed a new base burner, and if the 
hardware man’s children had not needed new shoes, and if 
the shoe dealer had not boarded at the hotel, and if the 
tavern keeper had not bought all his meat from the town 
butcher? “Trading out” accounts at the local stores was a 
regular round robin then, and the condition pertains today. 
A financial circle cannot be kept complete unless everybody 
joins hands with a good firm grip to circulate the coin. 

Just now there is overly much emphasis by the family 
head on “My business is so bad that I cannot afford this or 
that.” General commerce has got to go on, and now that 
such strict self denial is unnecessary, there must be inaug- 
urated some kind of a campaign emphatic enough to counter- 
balance in a measure the effort that has been made for the 
last few years to do without. 

The time has come for the public to realize that its own 
attitude is the chief stumbling block in the resumption of 
business activity. The public was rightly led to think as a 
unit and with that as a basic principle the nation will al- 
ways be better off: but together with that should go the 
thought of the individual as a component part of it whose 
every action goes for the making or unmaking of the gen- 
eral welfare. 

Now is the time for everybody to throw himself into the 
thick of a concerted movement to bring about a quickening 
of trade and he must do it with all the vim and vigor he 


so gloriously displayed during the war need. He answered: 


every call then, and if one is put up to him as convincingly 
now he will answer just as generously. 
Let us all get together and help everybody’s business. 


The Annual Convention 
This vear’s annual convention of the National Association 
of Electrical Contractors and Dealers is to be held next 
October at Cincinnati, Ohio. 
It is not too early to make definite plans for attending 
Those 


who are close to the National Association are planning to 


that annual event. Vacation days are now in order. 


postpone the vacation season until convention time. 

Last year the National Association held its convention in 
July, according to a long established custom. But it has at 
last been decided that the weather is usually unfavorable 
for such a meeting in midsummer and that autumn would 
be more desirable. If there should be as large an attendance 
as is now looked for in Cincinnati, the committee will doubt- 
less decide on October as the permanent convention month. 

It is reported that the local committees are planning for 
some unusual features for the entertainment of members 
and guests. It appears that Cincinnati prides itself on pos- 
sessing local talent which is fast becoming famous outside 
of its natural boundaries. Convention visitors are promised 
a treat through this source, announcements of which are to 
be made at a later date. 

The meetings of the National Executive Committee are to 
be held in Cincinnati on October 9th and 10th, and the an- 
nual convention is to be opened on October 11th and con- 
tinue during the three days following. 

Plan to attend the National Association’s annual conven- 
tion. Cincinnati is centrally situated, convenient of access 
from all sections of the country, and its fame for hospitality 
is unsurpassed. And do not overlook the fact that October 
is an ideal month for vacations. 
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Help to Educate Them 


The salient reason for the ercouragement of the smal! 
electrical contractor-dealer cannot be stated strongly enough. 
New blood in any body strengthens its sinew and increases 
its growth. 

The National Association is composed of the broadest 
minded and cleverest thinking contractors in the country. 
Their priority in business has naturally resulted in a knowl- 
edge which would take much time for the small young wire- 
man to acquire. But what is a national association for if 
not to encourage a growing concern to become an effective 


competitor by a proper distribution of essential business 
knowledge? The industry as a whole needs all the new men 
available to afhliate with it, thus creating new channels of 
outlet—it is not overly crowded and the established* con- 
tractor-dealer is only safeguarding his own business by mak- 


ing every effort to attach all these novices to his association. * 


Let the association function naturally by disseminating its 
principles over the widest possible range. 

It has been thought that the small wireman is a menace. 
In some instances doubtless he is; but with adequate li- 
cense laws a protection of the public will be guaranteed. So 
bring the man into contact with those who have already es- 
tablished a standard of electrical service—show him how 
quality of material and a high grade of workmanship will 
help him to advance and succeed—and that particular 
menace to good business will be eliminated and a healthier 
competition will be instituted. 

In. most instances the menace lies only in mistaken busi- 
ness conduct. The young fellow has been so busy becom- 
ing proficient in his trade that he has neglected to learn 
the potentiality of scientific business management. Many 
times he has not realized that there was anything to learn. 
He needs more chance to see what system has done. 

A commingling of the successful experience of maturity 
and the ambitious endeavor of youth can only result in a 
melioration of conditions which will be advantageous to 
beth. 

The National Association of Electrical Contractors and 
Dealers should welcome every eligible small contractor 
throughout the land. Logically every member feels that he 
has much to give and to gain by mutual recognition. Give 
the new men wider business knowledge and the entire in- 
dustry will be benefitted. 


Business Development Plans 
The Joint Committee for Business Development has for- 
mulated four fundamentals for selling guidance, which if 
adopted by every electragist at once will start the ball roll- 
ing a long way on the road which the last two words of the 
committee’s title so fittingly describes. 
1. Commanding the attention of the buying public. 


2. Creating an interest in all electrical products through 
education. 


3. Creating a desire to own electrical products. 


The first three are functions which will be accomplished 
by part of the tremendously important work as outlined by 
the committee. The fourth, of actual selling, is entirely up 
to the individual retailer who must tie in on the other three. 
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i: should be understood that this educational movemert 


s »ot directly connected with a selling drive. Ultimately 
it inust result in one, but it is distinctly not a short inten- 
siv. selling plan—rather a sustained activity which will 
broadly spread electrical knowledge and will continue over 
a period of years. 

Building goodwill for the industry is to show the public. 
Every electric light and power company, manufacturer, job- 
ber. contractor and dealer is a vital and necessary part of 
this service to consumers in the territory they serve. 

The committee does not propose to carry on a national 
campaign, but will act only as a coérdinator of the move- 
ment, and will act as a clearing house for ideas and experi- 
ences which are proving successful in the field. The success 
of the movement will depend upon local activities and the 
number of communities which participate. 

The committee was organized to furnish the momentum 
and it is earnestly urged that electragists at once begin to 
supply the medium to which this momentum can be applied. 

Has there been a local organization formed in your com- 
munity? If net appoint yourself to put forth the first effort 
to that end. 

The Headquarters of the Joint Committee for Business 
Development should be notified as soon as a local activity 
is contemplated, so that it can be of assistance in such or- 
ganization. 

In order to broaden the scope of local committee work 
several branches of the electrical industry should be repre- 
sented. Remember it is an educational inovement which 
will benefit all those who are commercially interested. 


—. 


Essential to Business Success 

How often one hears a man say: “Business is business and 
I have no time to fuss around reading trade journals dur- 
ing business hours.” This man is undoubtedly on2 who will 
also say at night to some socially inclined neighbor: “Yes, 
I too believe in leaving business behind when I. leave the 
office. I make every effort to entirely forget it unless there 
is some particularly important matter to which I must give 


extra consideration.” 


‘of investigation. 
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This man who does not read his trade paper, but sub- 
scribes to it as a matter of form, thinks that his duty to that 
part of his business is finished, just as the man who seldom 
attends, but regularly pays pew rent to his church, figures 
that he is one of its supporting pillars and that the benefits 
of religion are retroactive by way of the check book. These 
individuals believe in the establishments of both the church 
and the publishing of trade news and reports, but they be- 
lieve in them for the other fellow. And how they would 
hate to be accused of complacency or narrow mindedness! 

The man who does not read the news of his industry 1s 
slipping a cog of opportunity. How many men give a 
thought to keeping at least a simple working library in 
their places of business, both for personal use and as a 
ready reference for their employes? 

A working library means records, history and facts con- 
cerning the trend of economic development along any given 
line of endeavor. Experience is often a very expensive 
teacher, but the other man’s experience is pretty cheap 
when it is yours for the reading, after it is once put into 
print. It is an asset of considerable value to know that 
the problem of today has been that of someone else yester- 
day, ard that there is an account of the solving of such a 
difficulty right at hand for immediate use. 

There is no more superior source of information than 
a complete set of volumes of trade journals. The fact that 
filing systems have become indispensable in all businesses, 
small or large, is a substantiation of the fact that men 
know how few questions can be answered accurately off 
hand without written data. The trade journal is only an 
expertly boiled down filing system of the affairs of a given 
branch, or of an industry at large. 

Dr. Samuel Johnson said, “Knowledge is of two kinds; 
we know a subject ourselves, or we know where we can find 
information about it.” It is a pretty good idea to have the 
foresight to let the hindsight of others do some of our work 
And that is exactly what should be rec- 
ognized as the chief utility of business magazines. They 
are solely the transmitters of what is known to be the great 
endeavor of trade associations—the collection and distri- 
bution of information which will assist in producing a more 
efficient conductance of business. 


Unifying Sales Effort 


It is Not Always the Most Elaborately Decorated Store 
That Gets the Most Business. 


The lighting system, furnishings, 
fixtures and general color scheme have 
a great deal to do with creating a store 
atmosphere that makes spending money 
in that store easy. These factors have 
been given careful consideration in the 
Providence, R. I., store of the G. S. 
Bigsby Co. As one enters this store 
he feels none of the bareness, coldness, 
stiffness or aloofness that may be ex- 
perienced in some stores. 

There are no counters, shelves, or 
show cases in evidence. One can ex- 





By J. E. BuLiarp 


amine as carefully as he desires any- 
thing that is on display. It seems more 
like entering the home of a friend than 
an electrical appliance store. After 
dark the store is illuminated with a soft 
pleasing light from bowls well up 
toward the ceiling. This ceiling is neat- 
ly and artistically pareled and painted 
a buff color. The upper part of the 
walls are white and reflect the light. 
The lower part is painted a buff color 
like the ceiling. 


Small appliances and_ portable 





This Article Tells Why 














lamps are displayed upon small tables 
also painted a buff color but with dark 
blue trimmings. That is, the lower part 
of the legs and the knob on the drawer 
are painted dark blue. Just enough 
blue is used to make the appearance of 
the tables pleasing. A dark blue cloth 
cover is also placed over the rectangu- 
lar tops of the tables the long way. 
On each side of these covers several 
inches-of the table top is left bare and 
the cover hangs down over the ends of 
the tables. 
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serve to set off the 
nickeled and polished appliances dis- 
played upon them. They also look 
more servicable when they are display- 
ed upon tables than they do when safe- 
ly stowed away in glass cases. A per- 
son can get a better idea of how they 
will look in the home. 
actually handle them. 


These covers 


He or she caa 


The Home Atmosphere 


The larger appliances such as wash- 
ing machines, dish washers, ironing 
machines and vacuum cleaners are dis- 
played on the floor but with a mat or 
rug on the floor to take away some of 
the store atmosphere and give more of 


the home atmosphere. In short the 
store throughout is given a_ very 
“homey” atmosphere. On the rug 


where the vacuum cleaners are dis- 
played and demonstrated there is a 
little table with a blue cover and a 
portable lamp and beside it a chair in 
which the person watching the demon- 
stration may sit. If there is more than 
one person watching the demorstration 
of course more than one chair may be 
placed beside the table. 

This arrangement is in strict accord- 
ance with the principles of salesman- 
ship as taught by the best schools. It 
is claimed that it is easier to make 
sales if the prospect is in a sitting po- 
sition, in a good light, and the sales- 
man is standing, or at least is in a po- 
sition where he can look down into the 
face of the prospect. It is also. of 
course, necessary to have the prospect 
at his or her ease. 

Sitting beside the little table with its 
cover and lamp makes the prospect feel 
more at ease. There seems to be a 
moral support in the little table. The 
lamp makes it certain that the pros- 


NATIONAL ELECTRAGIST 


pect will be in a good light. The sales- 
man or demonstrator stands while show- 
ing the good features of the cleaner. 
The result is more sales than would 
otherwise be the case. 


Quality and Good Taste 


There is one peculiar thing about this 
store. It impresses one at once with its 
quality and good taste. There is ab- 
solutely nothing about it that appears 
cheap. In fact it has more of the quali- 
ty appearance about it than many a 
store in which thousands of dollars 
have been spent for fixtures and fittings. 
Nevertheless the tables used are just 
ordinary kitchen tables. This store is 
a demonstration of the power of paint 
and cloth used with good taste to give 
the most commonplace material an air 
of distinction, for the interior of this 
store is most certainly distinctive. 

There is an advantage to this method 
of arranging the displays in the stores 
net possessed by most any other meth- 
od. It is a very simple matter to give 
the store interior an entirely changed 
appearance at any time it is desired 
to do so. Saw off the corner of the 
table tops, paint them with a different 
combination of colors, have the covers 
dyed and the store appears as though 
all the old furniture had been replaced 
by new. 


Only one of each thing is shown on. 


the tables and these remain there. All 
orders are filled from original pack- 
ages. The appliances are kept brightly 
polished and when they begin to appear 
shop worn are sold at a reduced price. 


Logical Featuring 


The windows in this store are small 
but the doorway is wide and fairly deep 
with double doors only one of which 





Simple Display, But Effective Because of Its Homey Atmosphere 
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is used. This makes it possible to use 
the doorway for display purposes. 
When there are a large number of 
people passing the store a washing 
machine may be set outside where every 
one can see it.~ If it is a cold morning 
a reflector heater with the current turn- 
ed-on may be placed there. When the 
heater is displayed in this manner it 
means more to the passing crowds than 
a window display. They not only can 
see the heater but also feel the heat. 
The sales appeal is at least double what 
it would be if the heat part was left to 
the imagination. 

One of the greatest difficulties that 
many an appliance dealer experiences 
is securing and retaining the right kind 
of outside salesman, and the profits of 
an appliance store depend in no small 
degree upon how effectively the outside 
salesmen work. In Providence, these 
difficulties are even greater than they 
are in many other cities. For example, 
in some cities it is customary for a 
vacuum cleaner salesman to carry a 
cleaner with him and demonstrate it 
right in the home of the prospective 
customer. That can hardly be done 
successfully in Providence. Three dif- 
ferent lighting currents are in use in 
that city. In the store, if it is down- 
town, the current is probably 250 volts 
A. C. In the residential sections it is 
either 250 volts A. C. or 104 volts 
D. C. and there is no way of telling 
what it is before entering the house 
and locking at the lamps. One pole 
transformer may supply 104 volts while 
the very next one supplies 250 volts. 
Therefore, if a salesman is going to 
carry any samples with him for the 
purpose of demonstrating them he must 
not only carry at least two of each kind 
but he must make sure of his current 
before he attaches them to an outlet. 
Otherwise he is going to blow some 
fuses, burn out his appliances or both. 


Depend on Photographs 


Under these conditions it is necessary 
to depend upon photographs, fluent 
talking and persuading the prospect to 
visit the store to sell the goods. It is 
a case of giving the salesmen special 
training also. It is a case of going 
right out in the field with them teach- 
ing them how to make sales and show- 
ing them how to ascertain what current 
is being used in the house where the 
sale is made. 

Every light user is not always sure 
of the current that he is using. This is 
especially the case if he has moved 
recently and hasn’t tried out any of his 
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old appliances on the new current. 
Every salesman, also is not always 
enough of an electrician to make sure 
of the current or to know how to make 
sure of the current until he is taught. 
Gnce instructed, once started on the 
right track, the length of time the man 
stays with the concern and the volume 
of sales that he makes depends to a very 
great extent upon how successfully his 
enthusiasm can be maintained. It is a 
case of pumping a little new enthusiasm 
into him every day. It is no different 
in the appliance business than it is in 
the life insurance, book, or any other 
specialty business. It is just as neces- 
sary to keep up the enthusiasm of the 
sales force as it is to hire men for it. 
For these reasons, the manager of 
the C. S. Bigsby Co., finds it necessary 
to devote a lot of time to keeping the 
pep in the sales force. A special room 
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Logical Arrangement of Appliances Strengthens Displays 


where the salesmen may be by them- 
selves is provided for them and every 


effort made to keep them thoroughly 
sold on their jobs. 


Electrically Equipped Furniture Has 


Big Future 


Committee Report at N. E. L. A. Convention Shows 
Unusual Field for Development of This Novel Idea 


In submitting this report the com- 
mittee wishes to emphasize that electri- 
cally equipped furniture is decidedly 
more than a theory today; it is an ac- 
complished fact. Not only have com- 
plete suites of furniture been electrically 
equipped for exhibition purposes, but 
individual pieces such as the vanity 
table and spinet desk have actually been 
manufactured in large numbers and 
catalogued by some of the prominent 
furniture manufacturers of Grand 
Rapids for sale to the American fur- 
niture trade. 

Electrically equipped furniture was 
first talked about in N. E. L. A. circles 
in 1915, but owing to war conditions 
nothing definite could be accomplished. 
In 1921 the subject was revived, and the 
immediate interest that was shown 
proved so enthusiastic that it was de- 
cided to form a committee to study this 
broad subject and if possible to develop 
wiring specifications that might be used 
by any furniture manufacturer with 
reasonable certainty of approval under 
the National Code and the local ordi- 
nances of centers throughout the United 
States to which the manufacturer might 
wish to ship his product.. A committee, 
representative of the interests most like- 
ly to be affected by the innovation of 


electrically equipped furniture, was se- 
lected frcm the central stations; furni- 
ture manufacturers; National Under- 
writers Laboratories; fittings, fixture 
and appliance manufacturers; contrac- 
tor-dealers and technical press, to do 
this work. 


The Wiring Specifications 


The intention of The United Electric 
Light & Power Company, New York, to 
exhibit electrically equipped furriture 
at the New Yerk Electrical Show and 
its purchase of complete bedroom and 
diningroom suites for this purpose, sim- 
plified the work of the committee coz- 
siderably. Each piece of furniture was 
viewed and discussed separately for the 
purpose of determining its electrical 
convenience outlet needs and the best 
method of wiring it. The committee 
agreed that none other than standard 
fittings and fixtures such as the market 
afforded should be used. 

The specifications, photographs, and 
skeleton prints, showing wiring methods 
of The United Electric Light & Power 
Company’s exhibition furniture are the 
result of the several meetings of the com- 
mittee. It is admitted that the wiring 
of this furniture is more elaborate in 
some cases than there is actual reed of. 
Modifications may be made of course 





in conformity with the varying code 
situations of local centers. The specifi- 
cations in this report may safely be used 
by any furniture manufacturer distribut- 
ing his products anywhere throughout 
the United States. 

The electrically equipped furniture 
exhibit at the New York Electrical Show 
of 1921 attracted considerable interest 
on the part of the public toward this 
innovation. The underlying purpose of 
convenience was grasped immediately, 
as was also the distribution and multi- 
plication of the single baseboard source 
of electric supply into as many as five 
convenience outlets, placed exactly 
where they should be for the purposes 
for which they were intended. Many 
inquiries were received as to where such 
furniture might be bought or how alter- 
ations might be made in existing dining 
room tables, bedsteads, etc. 

Interest in the exhibit of electrically 
equipped furniture was not confined to 
the layman. As a direct result of a visit 
to the exhibition at the Electrical Show, 
R. Braun, president of the New York 
Furniture Exchange, electrically 
equipped one of each of his best selling 
diningroom and bedroom suites of furni- 
ture for exhibition to the trade at the 
Furniture Exposition which occurred 
later in the year. 
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What the Furniture Man Thinks 

Mr. Braun, commenting cn the gen- 
eral attitude of the five thousend furri- 
ture buyers who saw his exhibit, savs: 

“There is no doubt in the world that 
electrified furniture will sell, provided 
only that the cost of electrifying it is 
‘brought down to a proper level. The 
cost of the suite which was exhibited 
last fall at the Electrical Show, and the 
two suites which were electrified for the 
recent furniture exposition and are now 
in our display room was of course high 
—it represents the usual high cost of 
development work—but furniture could 
easily stand a charge of 12 per c2nt for 
wiring. Our two suites were priced at 
$326. They should carry an additional 
forty dollars for wiring. 

“If we had had a basis for estimating 
the cost of wired furniture during the 
furniture exposition, we could have sold 
many suites, for great interest was shown 
in it. I believe that the furniture trade 
will welcome this innovation. Since 
the coming of mission furniture and the 
later introduction of Italian trends, this 
is the first new idea which the furniture 
dealer has had to offer. It will provide 
a style appeal that should produce much 
business. I believe that electrified furni- 
ture has a big future.” 


What the Committee Thinks 


The Electrically Equipped Furniture 
Committee believes that the spontaneous 
interest shown by the public and the 
furniture trade in response to its initial 
efforts is indicative of the possibilities 
in this field that await developing by 
the electrical industry. 

There is no branch of the industry 
that will not be benefited when the popu- 
larity of wired furniture assumes in- 
creased proportions. The central sta- 
tion will sell more current with conven- 
ience outlets in number made so con- 
venient to use. The manufacturers of 
wire, fittings, fixtures, lamps, appliances, 
and a multitude of other recessities, 
will increase their fields for sale. The 
electrical contractor-dealers too will find 
that more baseboard receptacles will be 
required in the new homes that are being 
built and in the old ones that lack the 
necessary sources of supply. The com- 
mittee feels that electrically equipped 
furniture will give additional stimulus 
to the nation wide movement for more 
outlets in that it will create an absolute 
need for them for every piece of furni- 
ture that is placed in a room. 

The committee believes that in provid- 
ing specific outlets for specific purposes, 
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the present practice of overloading cir- 
cuits with appliances from lighting 
sockets will be remedied. It believes 
also that the desirability of using elec- 
trical appliances, without the annoyance 
of a lengthy cord and the finding of a 
socket in which to attach it, will be 
much enhanced and create a consider- 
ably greater demand for 
merchandise. 


electrical 


Purchasing Agents Can Help 

The committee suggests, as a means to 
help create the demand for electrically 
equipped furniture that will cause every 
manufacturer to catalog it, that the pur- 
chasing agents or departments of their 
companies be instructed when buying 
desks or other furniture to request quo- 
tations on such equipment electrically 
equipped. Also that in so far as is 
possible company office equipment be 
electrically equipped and employes told 
of the conveniences that are possible 
from an electrically equipped tea wagon 
for instance that can be wheeled to any 
room and attached to the nearest base- 
board outlet. This, it is believed, will 
stimulate the thought, and if tried on a 
simple piece of furniture such as that 
mentioned, will of itself recommend ad- 
ditional furniture wiring. 

The committee also desires to suggest 
to both central station and manufacturer 
that whenever the occasion arises to 
pictorially show furniture in their ad- 
vertising in connection with appliances, 
as is often done, that they have the 
artists show the apparatus attached to 
furniture that is electrically equipped. 
This will be very helpful in furthering 
the innovation. 

The committee in its contact with 
manufacturers of the better grades of 
furniture, has sensed a desire for elec- 
trical fittings more compact and suitable 
to furniture that those of the ordinary 
type now available. It has also sensed 
the need of fittings appropriate for 
existing furniture that will not require 
incision in the wood and the attendant 
cabinet makers’ costs. The need of 
lighting fixtures for furniture is ever 
present, though this phase probably al- 
ways will remain a matter of individual 
taste and selection by the furniture 
owner. The committee feels that inter- 
est in the solution of these problems 
will not be lacking among those who, by 
virtue of their particular afhliation with 
the industry, are interested. 


Public Press Coéperating 


The interest of the public press has 
been very much aroused sirce electri- 
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cally equipped furniture first was shown, 
Articles descriptive of it have appeared 
in many magazines, notably among 
which are Good Furniture, Furniture I n- 
dex and a review of Electrical World’s 
article relating to this subject in the 
Literary Digest. 

It is gratifying to the committee to 
report that electrically equipped furni- 
ture is now actually a commercial 
product and has been catalogued for sale 
by furniture manufacturers. The Wal- 
lace Furniture Company, of Grand 
Rapids, reports that it has this season 
manufactured one thousand vanity 
tables with electrical convenience out- 
lets for vibrating massage, curling iron, 
hair dryer and other electrical uses, and 
that they expect to considerably enlarge 
this number next season. William F. 
Drueke Company, also of Grand Rapids, 
advises that most of its spinet desks are 
being electrically equipped for lighting 
purposes. 

The Electrical Codperative Associa- 
tion, Province of Quebec, at Montreal, 
Canada, advises that an electrically 
equipped dining room table and tea 
wagon proved the center of attraction 
and interest in its home electric not only 
to the public but to the electrical fra- 
ternity as well, and that it believes the 
Canadian furniture manufacturers will 
soon have such furniture on the market 
for sale. Other manufacturers in the 
furniture centers are planning electri- 
cally equipped furniture and in all 
probability complete suites incorporat- 
ing this innovation will be available to 
the retailer and to the general public 
before the expiration of the present year. 

Electrically equipped furniture is not 
a notion. It is a big, broad, constructive 
work, behind which every agency and 
individual in the electrical industry 
should get to firmly establish its pur- 
pose and benefits. 


Foundation of Credit 


Professor W. D. Moriarty of the Uni- 
versity of Washington, says that neither 
character nor business ability is a proper 
basis of credit. Both are essential, and 
neither is more essential than the other. 
Merchandising in its proper sense is a 
builder of both. 

The merchandiser must build his 
reputation not just for honest dealing 
nor for fair dealing but for intelligent 
dealing. If he is to be able to pay he 
must do business at a profit, and if he 
isn’t going to make a profit he is not 
entitled to credit. 
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Adequate Accommodation and Many Points of 
Interest in 1922 Convention City 


All Who Attend This Year’s Annual Meeting of National Association 
Willi Have Benefit of Excellent Hostelries and Enjoyable Pleasure Trips 


As announced, the next convention of 
the National Association of Electrical 
Contractors and Dealers will be held 
in Cincinnati on October 11, 12 and 13. 
The Hotel Sinton, which is the largest 
hote! in the city, has been selected as 
the official headquarters, and of course 
this hostelry will take care of a majority 
of the conventionists. Those, however, 
who are unable to get accommodations 
there, can rest assured that they will be 
satisfactorily taken care of. The Gib- 
son, next to the Sinton in size is just 
across the street, and the other leading 
hotels such as the Havlin, the Metro 
pole, the Grand, the Emery, and the 
Palace are readily acessible. 

Cincinnati is one of the most noted 
convention centers in the United States. 
It entertains more than two hundred 
important national gatherings on an 
average each year, and the Chamber of 
Commerce gives assurance that its cit- 
izens are experienced in adding those 
little touches to an exceptional hospit- 
ality that rapidly develop a permanent 
and intense admiration on the part of 
convention visitors for the city as a 
whole. 

So you don’t have to worry about 
hotel acconmmodations. Now see what 
the city has to offer in the way of enter- 
tainment, as explained by the Chamber 
of Commerce: 


Plenty of Entertainment 


While Cincinnati is a cosmopolitan 
community, and it is filled with the 
color and charm of a metropolitan cen- 
ter, there is to be found among Cincin- 
natians none of the aloofness that 
characterizes many communities pre- 
tending to these distinctions. Because 
of its location on the border between 
the north and south, the hospitality of 
Cincinnati is an uncommon blend of 
the openheartedness of the north with 
the finer social spirit of the south, and 
mingled with it just the right amount of 
the best that is peculiar to the west and 
to the east. No Cincinnatian is too 
busy at any time to give courteous at- 
tention to the request of queries of 
strangers; and no Cincinnatian ever for- 
gets that he personally. is host to every 
man, woman, and child who may visit 


the city, and appeal to his considera- 
tion. 

These are of course general attentions 
that Cincinatians pay all strangers. 
They form the base of the particular at- 
tentions that are received by visitors and 
delegates aftending meetings in Cin- 
cinnati. These attentions are peculiarly 
characteristic of the city, for Cincinnati 
is distinctly a community that eodper- 
ates with organizations holding meet- 
ings in it. This codperation comes natur- 
ally because it is the result of long ex- 
perience. 


Many Historic Institutions 


While the average visitor and delegate 
comes to a city primarily to attend the 
sessions of his organization, he also 
comes to enjoy the exceptional instiiu- 
tions that the city has, and to look over 
historic and other background that is 
not only of local but is also of national 
importance. 

In this respect Cincinnati is one of 
the most unique of American cities. It 
has much that is of rare interest to 
every visitor, whether his concern is 
legal, religious, literary, civic, military, 
social, or economic. And this unique- 
ness begins with the groundwork of the 
city. 

Topographically, Cincinnati is divid- 
ed into two parts. The downtown 
business district rests upon a smooth 
and irregularly shaped terrace that is 
about 125 feet above the Ohio River. 
That stream outlines the southern 
boundary of the city, and separates Ken- 
tucky from Ohio with a series of mag- 
nificent bends that afford a river front 
of nearly 25 miles. 

On the east, north, and west, this 
terrace is encircled by steep bluffs, 300 
feet in height. Valleys cut these bluffs 
into seven hills, and the plateau lands 
upon them are broken by massive ridges 
and deep ravines. Surmounting these 
Romanesque borders of the city’s busi- 
ness district are the residence sections, 
set in everchanging succession of Na- 
ture’s best handiwork in its larger forms 
that not only are the source of never- 
ending delight to lovers of the unordi- 
nary in scenic environment but that also 
give to Cincinnati the title of one of the 





most picturesque cities on the Ameri- 
can continent. There is, however, little 
hint of this profuse picturesqueness to 
the visitor who does not go beyond the 
brows of the craggy fringe. 

Many quirks in the plan and daily 
life of Cincinnati are the results of this 
topography. The oddest of them are 
the inclined planes that raise and lower 
street cars, vehicles, and pedestrians 
against the faces of the bluffs where the 
valleys do not afford an easy grade to 
the plateau lands. 


Unusual Neighboring Views 


From the hilltops, which are a few - 
minutes ride from the heart of the city, 
visitors enjoy vistas that take in count- 
erparts of the famed hills of Rome, the 
fabled banks of the Rhine, and the stori- 
ed Hudson. The majestic Ohio River 
sweeps gracefully between the hills of 
Ohio and Kentucky, and appears to be a 
silken ribbon whose edges are adorned 
with lofty eminences in green, azure, 
and gold as the seasons progress. Stately 
mansions crown many of these eminen- 
ces, while in other spots one sees pic- 
turesque groupings of houses, spired 
churches, and winding roads that if 
transplanted to a foreign country would 
arouse worldwide admiration. 

Connecting these points of wonderful 
views on both the Kentucky and the 
Ohio sides of the Ohio River are a series 
of roadways that add appreciation of 
the scenic wonders. Scattered here and 
there along them are delightful roadside 
inns where cheer and more of the de- 
lightful hospitality of Cincinnati are 
ever in evidence. Visitors may com- 
fortably spend several days in Cincin- 
nati after the close of the meeting, go- 
ing out each morning along a new trail 
that leads into one of the most historic 
and interesting, and at the same time 
least known, sections of the United 
States, and returning each evening to en- 
joy artistic or material entertainment, as 
their fancy dictates. 


A City of Individuality 


Turning from the unusual base of the 
city that Nature made to the things that 
men have done over and across it, and 
that they have placed upon it, Cincinnati 
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still remains a city of peculiar individ- 
uality. Though it is a city where tra- 
ditions are perpetuated for the enter- 
tainment and wonderment of whoever 
cares for a rare experience, yet Cincin- 
nati is a very alert city with many in- 
dustries that are among the largest of 
their kind in the world. 

Nomading a bit about the city, visit- 
ors wander through tantalizing repro- 
ductions of the favored spots of New 
Orleans’ French Quarter that are cozily 
sheltered behind rows of grim appear- 
ing buildings, suggestive of barriers be- 
tween the tradition city and the hustle 
and the bustle of the new as represented 
in Chicago’s State Street. Off yonder, 
the way leads through what might be the 
lower part of New York’s Fifth Avenue, 
set down within whistling distance of 
the yellow waters of the Ohio. Back 
there, various nooks between the Battery 
and the Bronx seem to have gotten up 
and gone away from Broadway, and per- 
manently to have taken up their abode 
in Cincinnati. Beyond the basin of the 
city, the unsmoothness of the hilltops 
flash tingent views that seem to have 
been lifted from national parks lying 
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off yonder towards the chromatic even- 
ing lair of the sun. 

The visitor also travels around the 
world in Cincinnati’s area, which is 
greater than that of the District of Co- 
lumbia. There are many aberrant spots 
that might have been brought without 
crumbling from any country whose 
comeliness is distinctively its own. 
Against this background likeable 
people who are not sordid, parade cu- 
rious customs. 

It goes without saying that being a 
cosmopolitan, metropolitan city, Cincin- 
nati has all the things that accompany 
such attributes. But many of its institu- 
tions that are common to all cities, have 
individuality. A complete enumeration 
of them would read as a very unusual 
catalog. 

Institutions That Are Unique 

Commenting upon a few of them, the 
hilltop parks of the city are natural 
parks. They offer a variety of deep ra- 
vines, forests, drives, and clusters, and 
clumps of flowers that are suggestive of 
companies of madcap gypsy dancers 
caught unaware in the midst of their 
wildest revels. And these parks are 
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hypnotic. After the strain of the busi- 
ness sessions of the Association an hour 
or two spent in the hilltop parks of Cin. 
cinnati will drive away that nervous ten. 
sion that urges and harries, and there 
will then come a sense of wellbeing that 
will add much to the zest of the enter- 
tainment later provided for visitors and 
delegates. 

Historically, Cincinnati, due to its lo- 
cation, has been the natural happening 
place of much that sets it apart as a 
national shrine. These historical points 
are scattered about within easy walking 
and driving distance of the principal 
hotels. 

To those seeking artistic amusement 
the city offers an unlimited selection. 
Material amusement is amply afforded 
by the highest forms of drama, comedy, 
musical shows and vaudeville offered 
by the leading theatres, and various out- 
door amusement resorts, while the 
moving picture houses, classed with the 
best in America in the matters of pro- 
grams and general equipment, meet 
every requirement of the lovers of the 
silent drama. 

Description of what Cincinnati has to. 











A Group of Cincinnati Hotels. Convention Headquarters, Hotel Sinton, Upper Center 
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ofler, generally and distinctively, could 
be continued to a tiresome length, but it 
is sufficient to say that in Cincinnati 
variety abounds to the extent that same- 
ness is entirely done away with. In 
addition the city offers unsurpassed op- 
portunites for studying the creations of 
art, the development of industries, and 
the pursuit of education such as may be 
gained in but few cities on the continent. 


Wedded to His Job 

Fred Kelly in the Nation’s Business 
says: 

I recently heard a man boasting that 
he had been on the same job for fifteen 
years without any vacation. There is 
something wrong with a man like that. 
Why should anyone take pride in attain- 
ing a record for stupidity? If a man 
has no other interest in life, aside from 
his job, then he is so narrow,guaged that 
he isn’t of much value even on the job. 

When a man treats his job as an en- 
durance test and is proud of a long no- 
vacation record, the chances are that it 
is the only thing he can be proud of. 
Moreover, he may be trying to hide the 
fact that he is afraid to take a vacation 
lest his boss should find out how little 
he is needed. 

As a rule, the man who has an in- 
flated idea of his own indispensability 
is the one who can be most easily spared. 
| knew a man once who didn’t take a 
vacation for so long that when he did 
his absence from the office attracted an 
undue amount of attention. He got no 
credit for the years of uninterrupted 
toil. 


Power of Electrical Industry 

The strength and stability of the elec- 
tric power and light industry of the 
United States was visualized in an il- 
luminating way at the national confer- 
ence of Mutual Savings Banks and the 
National Electric Light Association held 
in New York recently. 

The committee stated that the total 
capital invested in electric power and 
light securities is $5,000,000,000, of 
which about one-half is in the form of 
bonds and notes. It is estimated that 
there are some 1,450,000 individual 
owners of these securities. Insurance 
companies of the country own $300,- 
000,000 of these bonds, and it is fur- 
ther estimated that the 30,000 banks 
of the nation have invested $1,700,000,- 
000 in public utility securities of all 
classes. 

In the thirty-six years of the exist- 
ence of the electric power and light in- 
dustry it has grown to be a business with 
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a gross revenue of nearly $1,000,000,- 
000 a year. In the last twenty years it 
has increased in capacity from 1,330,- 
000 horsepower to over 17,300,000 
horsepower and in annual output of 
electrical’ energy from 2,000,000,000 
kilowatt hours to 43,100,000,000 kilo- 
watt hours. 

A recent survey indicates that the in- 
dustry must spend $3,500,000,000 by 
1925 for additional plants and other 
facilities to meet the increased demands 
of the public for service. 


Profiteering in Fixtures 


As the result of published comment 
which would imply that the lighting 
fixture industry is profiteering, Chas. 
F. Hofrichter, secretary of the National 
Council Lighting Fixture Manufacturers, 
writes as follows: 

As an association which represents a 
number of large fixture manufacturers, 
we would like to point out that the 
lighting fixture industry has never been 
in a position to profiteer—that in fact 
it has had a very hard struggle to make 
even a normal profit. Classed as an 
inessential industry during the war, and 
its output restricted by diversion of raw 
material and by the curtailment of build- 
ing for the past two or three years, it 
has also suffered from internal troubles. 

The former disadvantages we as an 
organization were of course unable to 
help; but we have been for the past 
three or four years steadily at work to 
try to eliminate the internal troubles. 

The National Council Lighting Fix- 
ture Manufacturers has endeavored to 
foster a more careful study of business 
economics, .a matter which up until re- 
certly has not received an adequate 
amount of attention in the fixture in- 
dustry. 

It is introducing a uniform system of 
cost accounting for the use of members, 
whereby a more accurate knowledge of 
costs and an exchange of cost data may 
be arranged. 

It has been for the past two years 
at work upon a system of standardiza- 
tion for glassware heels, screw threads 
and other mechanical parts of fixtures 
in order to permit more uniform, rapid 
and economical manufacture of fixtures 
and parts. 

By setting up an active design com- 
mittee it has stimulated better designs 
and afforded a means within the in- 
dustry of settling disputes as to piracy 
of design—an evil which was formerly 
rampant throughout the trade, and which 
by preventing the originator of a de- 
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sign from reaping his fair reward, de- 
creased his sales and thus increased his 
overhead. 

It is strenuously advocating more ex- 
tensive and less expensive sales methods, 
realizing fully that the only way to re- 
duce costs is to increase volume of pro- 
duction and sales. 

All these efforts tend to the reduction 
of cost. We are looking forward to the 
time when the volume of lighting fixture 
business will be so enormous that it will 
bring artistic fixtures within the reach 
of everyone. 


Cost of Electric Light 


The following is paraphrased from 
an expression of the Illinois Committee 
on Public Utility Information: 


“These electric light bills are getting 
terrible,” exploded the little fat man 
as he lighted his cigarette. 

“So?” inquired his tall lanky friend. 

“Yes, it’sgan outrage,’ continued the 
little fat man blowing a cloud of smoke 
into the air. “Here’s my bill for last 
month—three dollars and ten cents. 
Why man, it’s highway robbery.” 

“How many cigarettes do you smoke 
a day?” 

“What's that got to do with my elec- 
tric light bill? Why change the sub- 
ject? I tell you these light bills almost 
break a fellow these days.” 

“I’m not changing the subject. 
many cigarettes do you smoke?” 

“Oh, a package a day, I guess.” 

“Well, at twenty cents a_ package, 
you are spending six dollars a month 
just for cigarettes which you burn up 
for your own personal satisfaction. 
That is double the amount of your elec- 
tric light bill, which covers the cost of 
current for all your artificial light, be- 
sides the cost of current for the many 
electric household appliances which you 
use in your home. I don’t see that you 
have anything to kick about.” 

“Say, I guess you're right. 
theught of it that way before.” 


Follow Customer’s Mind 


W. D. Moriarty, professor of mer- 
chandising of the University of Wash- 
ington, says: Good advertising and 
good salesmanship depend largely upon 
taking advantage of the customer’s mo- 
mentum, and adding to it. 

If a woman is interested in a wash- 
ing machine tell her something that will 
add to her interest. Some women are 
rot interested in whether anyone else 
has the machine. Some are iiot inter- 
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ested in whether you think it a good 
machine. 

The safest thing to do therefore is to 
tell her something about the machine 
which will interest her. Follow her 
mind; not your sales talk. If she is 
looking at the wringer tell her something 
which will add to her stock of knowl- 
edge on the subject of that wringer. 

Professor W. D. Moriarty of the Uni- 
versity of Washington says especially 
in the electrical field where merchan- 
dising involves service after the sale the 
dealer’s obligations to his customers in- 
volves his duty to make enough profit 
to stay in business and perform the 
service guarantee part of his sales. 





Tragedies 

The following lines are taken from 
the Weekly Underwriters: 

He stepped on the throttle to see if 
he could beat the train to the crossing. 

He couldn’t. 

He struck a match to #e if his gaso- 
line tank was empty. 

It wasn’t. 

He patted a strange bulldog on the 
head to see if the critter was affection- 
ate. 

He wasn’t. 

He looked down the barrel of a gun 
to see if it was loaded. 

It was. 

He touched an electric wire to see if 
it was alive. 

It was. 

He said he would not bond his clerk 
because he was honest. 

He wasn’t. 

He thought he could get along without 
insurance. 

He couldn’t. 


Your Selling Appearance 

Covering the importance of the ap- 
pearance of a salesman who sells mer- 
chandise, Abraham Fink, in an article 
in Salesology and the Sales Managers’ 
Monthly, says: 

Your selling appearance is simply 
your method and manner of selling 
goods. The way you approach a buyer, 
vour selling talk, your manner of facing 
and surmounting objections and doubts, 
your manner of bringing home the final 
talking points so that the buyer is thor- 
oughly convinced and ready to buy—all 
this is tantamount to selling yourself 
through the article you have for sale. 

If you are successful,’ it simply indi- 
cates that your selling appearance has 
made the right impression. The results 
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you accomplish will soon convince you 
of that. If, however, you constantly 
experience failure and difficulty in sell- 
ing, then it behooves you to make an 
inventory of your selling appearance 
and find out the reasons that hinder and 
obstruct you in your work. Such a task 
is not a difficult one if pursued with a 
patience and determination to improve 
yourself, 

A salesman who makes daily use of 
his experience to improve his selling ap- 
pearance will gradually come to realize 
this improvement in accordance with the 
increase of his sales. For your selling 
record is the mirror of your selling ap- 
pearance. Your sales reflect unerringly 
your selling capacity and capabilities. 
But if your sales are consistently poor, 
and if you are determined to mend 
matters, then the question you must ask 
yourself and solve is, how is your selling 
appearance? 


Boss Yourself 

To qualify as a boss, begin by learn- 
ing how to boss yourself, says B. C. 
Forbes, the well known financial author- 
ity. 

High priced men require little super- 
vision. 

The laborer has a gang boss or a fore- 
man over him; over the foreman is a 
superintendent; over the superintendent 
is a general manager; over the manager 
is the president. 

The president gets the highest pay 
because he attends to his own bossing; 
the laborer gets the least because he 
most needs guidance, direction, bossing. 

You do not have to be a boss over 
cthers in order to start learning how to 
become a boss. Take yourself in hand. 

Be your own boss. 

Supervise, criticise your own work. 

Be your own timekeeper. 

Analyze your own progress. 

Think up new ideas for yourself. 

Try to devise a better method of 
handling or systematizing your duties. 

Study hard how to become an “effi- 
ciency engineer” concerning your own 
job. 

It is usually not very hard to satisfy 
cthers with your work. 

The hardest person to satisfy ought to 
be yourself. 

You can see the parts which no fore- 
man or chief clerk or manager or presi- 
dent can see. 

You know where there are defects. 

You know when you skimp a job. 

You know when you injure, be it ever 
so mildly, your own topnotch efficiency 
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by some unwise act of your own—ioo 
late hours, it may be, or overeating at 
night, or one of a hundred forms of 
dissipation which no one but yourself 
can detect or appraise. 

There are a thousand faults which ithe 
boss cannot put his finger on—unless 
you have constituted yourself your own 
boss. 

No boss can boss you half so efficient. 
ly as you can boss yourself. 

You can begin where he leaves off— 
and still find much to find fault with, 
much to check up, much to eradicate. 


Industry’s Need 

These remarks by H. M. Atkinson of 
the Georgia Railway & Power Company 
are clipped from the American Gas As- 
sociation’s Monthly. 

The crying need of the country at this 
time is codperation and understanding 
cf the problems of industry on the part 
of the people. Misdirected government 
regulation and interference with busi- 
ness contrary to economic laws has con- 
tributed to the dislocation of industry 
threughout the country, and it cannot 
again operate smoothly until the people 
have a clearer understanding of the 
problems and their right solution. 

Industry is out of step, to use an elec- 
trical term, and all of the inexhorable 
economic forces of the country must be 
brought in parallel operation again to 
bring back prosperity and work for all 
who want it. 


Popular Invention 
In the United States today there are 
over 13,800,000 owned and connected 
telephone stations in the Bell system 
alone—nearly two-thirds of all the tele- 
phones in the world. Yet the telephone 
was invented only forty-five years ago. 


Survival of the Fittest 


Edwin L. Seabrook, secretary of the 
National Association of Sheet Metal 
Contractors, says: 

“An analysis of business failures is 
interesting, also profitable, to one in- 
clined toward statistics. The number 
secms to be decreasing, but the liability 
per failure greater. 

“There is a decrease in the number 
which have been in business two years o1 
less, but the number of old firms failing 
are increasing. This shows that it is a 
survival of the fittest in business when 
the strain comes, as well as in other 


fields.” 
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How to Put Over the Electrical Idea 


By W. B. StTopparp 


In Your Merchandising Advertising Campaigns Re- 
member Special Days That Call for Gift Giving 


Since Santa Claus now comes in an 
automobile or even an aeroplane in- 
stead of the old historic sleigh, the mod- 
ern maid or matron prefers an up to the 
minute valentine gift, which is of course 
something electrical, instead of the cus- 
tomary useless lace paper or satin val- 
entine. Electragists should take advan- 
tage of this tendency and set forth their 
table and other electric appliances in 
the most fascinating manner possible 
during the week or ten days prior to 
reorganized special events. 

An excellent ad which set many 
husbands to thinking was the big valen- 
tine announcement run by the Citizens’ 
Gas and Electric Co., Council Bluffs, 
Iowa, who used a quarter page to talk 
about electric valentines. At the top 
was cupid as postman delivering a pack- 
age to a maiden who was downcast. The 
body of the ad was divided into two 
sections, and the first, showing a cut of 
a vacuum cleaner, was captioned: 


AS AN ALL THE YEAR 
VALENTINE 
an 
ELECTRIC SUCTION 
SWEEPER 
will give her the most real joy, 
because as it beats, it sweeps, 
it cleans. Five dollars down 
and five dollars a month. 


The second section showed the cut of 
and electric sewing machine, and read: 


WHAT COULD MEAN MORE 
TO HER? 

To know that she could do 
all her sewing electrically with 
an Electric Sewing Machine, 
which does away with all 
treading and the other draw- 
backs of the old foot power 
machine. Four styles, 80 to 
800 stitches per minute. 


But while printed publicity is good 
an attractive show window is better as 
it enables one to visualize to better ad- 
vantage the delights of the shining elec- 
trical appliances. The Brown-Woods 
Electrical Co., Houston, Texas, had last 
season an electric valentine display that 
more than doubled its sales of mer- 


chandise. The background was cov- 


ered with grey cardboard to which was 
fastened a row of red paper hearts, 
ranging in size from 6 to 18 inches, 
each pierced with a gold arrow. 

A pedestal in the centre was entirely 
concealed by the hearts fastened to it, 
the largest being two feet high, and they 
grew smaller as they ranged upward, 
while on the stand itself was a tall vase 
of red roses. Extending from this vase 
to gilt standards at either side—each 
holding an electric lamp with art shade 
—were cords on which were strung lit- 
tle red hearts. 

The floor was covered with green felt 
on which was shown everything for the 
Valentine party—percolator, chafing 
dish, tea urn, toaster, samovar, grill, 
curling iron, pressing iron, reading and 
stand lamp, each set on a red card- 
board heart. Hung from the ceiling 
were a number of electric bulbs with 
shades formed of red heart shaped card- 
board from which dangled numerous 
little red ribbons. 

The New Orleans Electric Light and 
Railway Co., New Orieans, La., was 
another firm that capitalized Valentine 
Day very effectually. The walls of its 
windows were of oyster white and a 
green felt rug covered the floor. Dainty 


white scrim curtains were hung at the 
windows in the background, and there 
were window boxes of birch bark filled 
with red geraniums—love’s own color. 
At either end and in the centre were 
set palm trees in green boxes and to 
the trunks of the trees red hearts were 
fastened. The beautiful Maxfieid Par- 
rish poster “The Spirit of Electricity” 
hung on the wall, and from palm to 
palm extended white ribbons on which 
were strung red cardboard hearts. Set 
in a semi-circle around the room were 
a number of white pedestals, on each of 
which was placed some electric house- 
hold appliance. At the base of every 
pedestal was a card adorned with a red 
heart, and among the signs were: 


Sewing can be done in half 
the time on a machine that is 
operated by an electric motor. 

A new, sensible suggestion 
for a valentine gift—an elec- 
tric curling iron. 

Name any electric labor 
saver—if it has been found 
worthy, you will find it right 
here in our store. 


I am resolved to have good 
coffee every day of the year all 





The Electric Shop, San Francisco, California, Conducted a Spirited Merchandising Cam- 
; paign Which Tied in Well With its Window Display 
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ine rest of my life, which 
means that | am going to give 
my wife an electric percolator 
jor a Valentine gijt this year. 

If mere man did the laundry 
work one thing is sure—all the 
irons would be electrie. 

How would it be 
your wife an electric iron on 


to take 


Valentine Day, instead of a 
box of candy which is soon 
eaten and jorgotten. 

An innovation in valentines 
-something electrical — a 
chafing dish, toaster, percola- 
tor or samovar. 

Bath reom cold this morn- 
ing? An electric heater will 
make it comforiable in a jiffy 
no vitiated air, absolutely saje. 


All of these cards acted very eflicient- 


_ 


ly as salesmen, many sales being di- 


rectly attributable to the lozical, com- 
monsense arguments presezted. 

But there are other occasions than 
St. Valentine’s when these eiectric ap- 
pliances come in very handy. In mid- 


winter the concert and theatre season 
is in full swing, and what is more 
pleasant than to come home after the 
With elec- 
tric appliances there is no need to go 
to the kitchen. Just turn on the switch, 
and the toast, the coffee, and the rare- 


bit can be made in the dining or draw- 


show for a bite and a sup? 


ing room in a few minutes’ time. 
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Tell your customers these advantages 
—talk to them across the counter, 
through your show window, by signs 
along the road, through the newspapers, 
and by means of the printed matter 
sent out by manufacturers. Keep ham- 
mering home the desirability of elec- 
tric table appliances. 

The Electric Shop, 
Calf., conducted a spirited campaign 
this line, supplementing its 
printed matter with a fetching window 
display. Behind a table covered with 
a white cloth was a young matron en- 
veloped in a big apron with wooden 


San Francisco, 


along 


spoon in hand bending over an elec- 
trical chafing dish. A card on _ the 
“The maid or matron 
knows the rarebit will be ‘just right’ if 
it is prepared in an electrical chafing 
dish.” 


table observed 


Scattered about, on low pedestals and 
on the floor, were pecolators, samovars, 
irons, waffle irons, toasters, heaters and 
A card at one side advised “The 
Electric Way is the Way to Save Time 
and Labor,” while a larger card, lean- 


fans. 


ing against a table, suggested: “In 
preparing the little informa spread for 
Valentine Day or Washington’s birth- 
day, or a little after theatre lunch, make 
it a lark instead of a task by using the 
electric time and labor savers.” 

In suggesting electric appliances as 
gifts care should be taken to see that 
they are set forth in the most attractive 
manner, and the Knight Electric Co., 


How the New Orleans Electric Light and Railway Company, New Orleans, La., 
Capitalized Valentine Day 
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Portland,, Ore., caused numerous men 
and women to consider electric wedding 
and anniversary gifts by the simple yet 
artistic manner in which they were 
shown. 

The walls were of pearl grey, and 
there were half a dozen mounds each 
covered with a long black velvet throw, 
on the top of each being a percolator 
or samovar together with silver tray, 
pitcher and sugar bowl. On masses of 
velvet on the floor were a waffle iron 
in which was a golden brown waffle, 
and an electric chafing dish. A large 
oval card advised “The Modern Way— 
THE ELECTRIC WAY.” 


New Publication for Dealers 


The first issue of the “Window Dis- 
play Reporter” appeared sometime ago. 
This publication is published in the in- 
terests of retailers and display managers 
who want to be constantly in touch with 
the best display ideas. 

The editor and publisher, Ernest A. 
Dench of Sheepshead Bay, New York, 
advises that each month “The Window 
Display Reporter” will contain forty to 
fifty writeups of unusual window dis- 
plays that have been arranged by stores 
in all sections of the country. 

Readers of the NATIONAL ELECTRAGIST 
will remember Mr. Dench as contribut- 
ing better display articles to these col- 
umns from time to time, and he advises 
that the publication of these articles 
will not be interfered with by his pub- 
lishing “The Window Display Re- 


porter.” 


Book Tells Quantity of Water 
Used 


Do you know just how much _ hot 
water the average family consumes for 
dishwashing, for bathing, washing 
clothes, and for other household pur- 
poses? If you want to sell electric water 
heaters, these statistics are of some im- 
portance. 

The new sales manual recently issued 
by the Automatic Electric Heater Com- 
pany, Warren, Pennsylvania, makers of 
the Sepco automatic water heaters, car- 
ries numerous tables regarding the quan- 
tity of water required for home use, the 
proper temperature to which this water 
should be heated and much other valu- 
able information. Average costs for hot 
water consumed in residences of differ- 
ent sizes are given, the figures being 
based on an investigation of several 
thousand actual cases. 
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The Dollars and Cents of It 


By Joserpu B. Groce 


Jj. E. Bullard Reports Talk of Director of 
New England Bureau of Public Ser- 
vice Information Before Rhode 
Island League 


I am trying to educate the people of 
New England to appreciate the value of 
the electric light and power business, 
and the other public utilities; to help 
them to a realization that next to the 
farming industry, this public utility in- 
dustry is the greatest in the United 
States. 

I wonder if you yourselves realize the 
magnitude of this industry, and how 
much your own personal affairs, aside 
from your business interests, are in- 
volved in it. Do you know that if you 
have $100 in the bank $63 of it are in- 
vested in public utility securities? Do 
you know what a large amount of the 
money you pay for your insurance 
policies is invested by the insurance 
companies in public utility securities? 
This involves your wife and family in 
the problem as well as yourself. 

I also wonder if you have ever stopped 
to think that if it were not for our pub- 
lic utilities this country of ours would 
be a pretty poor place to live in: that 
prosperity—even such as it is at the 
present time—would cease. 

Some one has said that we lack the 
herd instinct. A bunch of cattle in the 
presence of danger has sense enough to 
gather together into a compact knot and 
present an unbroken ring of horns to the 
wolf or dog that would pull down one 
of their number. 

When politicians rave against the pub- 
lic utilities, and yellow newspapers un- 
justly attack the gas industry, the tele- 
phone industry, or the street railway in- 
dustry, they are attacking you in the 
electrical industry, too; and for the sake 
of your bread and butter, if for no other 
motive, it is up to you to refute such at- 
tacks in every way you can. 

But you say ycu are not selling elec- 
tricity; you are contractors, dealers, 
jobbers, and manufacturers of electrical 
products. Your real success in business, 
however, is dependent on the continued 
turning of those wheels up in the power 
house, isn’t it? And if the company 


which is making those wheels go round 
is constantly discredited by the press 
and the people, it is bound to react on 
you and your business. 

This is no spiritual seance, but you 
can hear the knockings just the same as 
I can. 


The public utility company 
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knocks the contractors and the manu- 
facturers—and contractors and manu- 
facturers knock the public utility. 

Let’s quit it. One of the finest things 
that has happened in the business is the 
getting together in one big group in the 
National Electric Light Association; of 
the central station people and the man- 
ufacturer; and right here tonight is an- 
other fine example—the league of the 
central stations and contractors, dealers, 
jobbers and manufacturers. 

Constructive work for the best inter- 
ests of our country, and loyalty to the 
best in business is the real religion of 
business. 

Later day developments are distin- 
guished from those of the earlier days 
by this great distinction; the former 
ones were conquests over the visible 
earth; while the recent inventions have 
been conquests over or the utilization of 
the invisible forces of nature—things we 
cannot see. After 500,000 years man 
has just begun to utilize the vast, im- 
measurable, invisible powers of nature, 
and is transforming the world. 

Public opinion is also an invisible 
force—a thing we cannot see but no 
more intangible than the ether waves of 
the wireless. We are all zealous of pro- 
tecting the good name of our family— 
why not that of our business? We are 
wholly dependent upon the public for 
our livelihood. If we are square and 
straight in our business relation and the 
public is made to know us, why should 
not public opinion be with us? 

Public cpinion is the most vital force 
in the world today, and especially here 
in America. It makes and unmakes our 
national, state, and municipal govern- 
ments. 

A democratic form of government 
such as ours is absolutely dependent up- 
on a right public opinion for its very 
existence. It. was public opinion that 
brought about the freeing of the slaves. 
It was public opinion that brought us 
into the world war. 

We’re still a young country, and have 
had a number of times in our history, 
bad influences and wrong public opinion 
dominate us—more often locally than 
nationally—but in the end the right kind 
of public opinion has always prevailed, 
and pray God always will continue to 
do so. 

It is therefore up to every one of you 
to consider the question of public opin- 
ion—the good name of your business— 
fully as much as the sale of your prod- 
uct. For in the final reckoning the one 
is absolutely dependent on the other. 
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How can this best be done? By straight- 
forward, fair, square, honest, frank deal- 
ings with the public—cards on the table, 
faceup, a spade a spade! 

This last word then. Even though the 
majority of you here may not be direct- 
ly connected with the central station 
business, the public utility business, re- 
member all the time that indirectly you 
are just as much concerned with their 
good name, with a fairminded attitude 
of the public towards them, as if you 
were running their show too, and that 
a public opinion that is good means suc- 
cess and dollars and sense for all of us. 


Real Service 

Edwin N. Hurley said before a meet- 
ing of the United States Chamber of 
Commerce at Atlantic City last year: 

Not all companies really understand 
what service means—a real service— 
using the word in its broadest sense. 
Such real service commences at the top 
of the company and works down and 
percolates through to the outer edges of 
the corporation so that all points of con- 
tact are guarded and all methods of in- 
tercourse are watched and the consumer 
is considered in a manner which makes 
him believe he is regarded as an indi- 
vidual with rights and desires which the 
company recognizes and respects. 


Your Worth 


The world owes a man just what he 
contributes toward the advancement of 
the world and no more. If he is content 
to fill a lowly place, if he gives as little 
as he can, if he shirks the responsibility 
that brings the larger rewards, or if he 
fails to put forth his best effort, he is 
entitled to no more than he gets. 

The world has a way of learning how 
much or how little each man contributes 
toward the advancement of the age. It 
judges him by his true worth, paying 
him more for what he does better than 
his neighbor, failing to pay when he 
fails to produce. 


Displaying Goods 

Louis Kon, secretary-manager of the 
Quebec Electrical Codperative Associa- 
tion, says that in his opinion if pig’s 
heads, turnips, and shanks of beef lend 
themselves to an attractive window dis- 
play then there must be plenty of scope 
in displaying electrical goods. 

China has just put into operation the 
longest commercial radio telephone cir- 
cuit in the world. 
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Supply for Miscellaneous 


Signalling Systems 


Current 


In the last article we stated that the 
current supply for a small bell system 
was of great importance. Of course 
this is even more true of a large system. 
Under certain the 110 
volt lighting circuits may supply signal- 
ling systems, such as a code calling sys- 
tem or a fire alarm system. This is 
generally very satisfactory where the ap- 
paratus is such as to permit the higher 
voltage. With alternating current this 
must be taken into account in selecting 


circumstances 


apparatus. 

With small systems of bells or buz- 
zers on an alternating current system 
low voltage may be satisfactorily ob- 
tained by means of a “bell” transform- 
er. Such bells and buzzers must be of 
special design. must 
generally be of a special design for such 
a system. For larger alternating cur- 
rent system the apparatus or at least a 
large part of it often cannot be readily 
obtained to operate properly on alter- 
nating current and for this reason trans- 


Annunciators 


formers are not generally advisable for 
larger installations. 

Services for reducing 110 volt direct 
current to lower voltages by means of 
resistances connected in various ways, 
sometimes termed “D. C. Transformers” 
have been on the market at times but the 
use of such apparatus is not to be 
recommended. In some of these divices 
the voltage varies widely with the cur- 
rent and for this reason are unsatisfac- 
tory for most uses. In others there is a 
permanent resistance across the line 
which continually consumes current. All 
these devices are uneconomical as there 
is no such thing as a “D. C. Transform- 
er.” If for instance 3 amperes is re- 
quired at say 6 volts that is 18 watts, 
the voltage reducing will take from the 
line the three amperes at the full voltage 
or some 330 watts the difference be- 
tween the 18 and 330 watts being con- 
sumed in heating the resistance. How- 
ever the principal objection to such ap- 
paratus is that in the event of a ground 
which short circuits the restistance thev 





the full line voltage is applied to the 
low voltage apparatus. In numerous 
cases expensive apparatus has been des- 
troyed in this way not to mention the 
fire risk in the wiring system. 

Dry cells are probably still the prin- 
cipal source of current supply for sig- 
nalling system. For a system not large 
enough to warrant a storage battery but 
where direct current is desirable dry 





Storage Battery and Cabinet With Front 
Doors Removed 


cells will usually be found satisfactory 
where duplicate sets with a throw over 
switch are provided, particularly if each 
of the two sets consists of two or pos- 
sibly more sets in multiple. 

Dry cells should be installed in cab- 
inets designed to eliminate loose wire 
connections and also to keep the bat- 
teries clean and dry. There are several 
type of cabinets on the market which 
allow the use of any standard cell. These 
are preferrable to the types which re- 
quire special screw top cells which are 
often difficult to obtain when needed. 
Also with the screw top type if the cells 
are not renewed promptly when ‘run 


down the cells will swell and split or 
expand the socket into which they are 
screwed. When new cells are then in- 
stalled good contact cannot be obtained, 

Edison primary batteries are very re- 
liable and are suitable for use with 
Fire Alarm systems or for similar work. 
However Edison cells are too expensive 
for general use and are more or less of 
a nuisance to maintain. 

Fer a large system or for clocks, etc., 
where a constant source of supply is de- 
sirable the storage battery will probably 
be found the most satisfactory. Some 
engineers specify two batteries, one im 
reserve, with a motor generator for 
charging but a storage battery usually 
deteriorates more rapidly while not in 
use, for which reason it would seem to 
be better practice to use on battery with 
two motor generator sets for charging. 

In case of complete failure of the bat- 
tery one or both of the motor generator 
sets may be thrown on the system. This 
provides a very reliable source of pow- 
er and one which will supply a consid- 
erable amount of current for a short 
time. For instance in a bank vault or in 
an engine room a few low voltage lamps 
may be installed connected through a 
relay so that if the regular lighting ser- 
vice should fail the battery lamps will 
light. These may be fed from the stor- 
age battery supplying the signal or 
clock system which will probably be of 
sufficient capacity to supply them for a 
short time in an emergency. 

A storage battery may of course be 
charged in other ways than by motor 
generators. On direct current, lamp re- 
sistance may be used and on alternating 
current the battery can be charged 
through one of a number of types of rec- 
tifier. However generally the motor 
generators will be found better suited to 
this service and also the most econom- 
ical, 

The storage battery can be charged at 
regular intervals by an attendent or 
charging may be controlled by an auto- 
matic charging panel. However if a 
system is large enough to warrant the 
use of a storage battery there will gen- 
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erally be an attendant who will be cap- 
able of charging the battery. The man- 
ual charging panel will cost much less 
than the automatic type and the battery 
will be likely to get more intelligent at- 
tention with the manual type. If a 
storage battery must be used and there 
will be no competent attendant then the 
use of automatic equipment may be 
justified. 

Motor generators alone or dynamo- 
tors are often used to supply signalling 
equipment. This might be economical if 
there were a fairly heavy and constant 
load but with the usual intermittent 
signal load the use of a machine alone 
is not economical. A machine must be 
run at all times at which service might 
be required even though current may be 
used for a few moments at a time and 
the cost of running even a very small 
generator at all times for a year is a 
considerable item. 

The storage battery should be of the 
highest grade and the cells should be 
mounted in a substantial cabinet each 
cell being provided with a glass tray 
filled with sand. The cabinet should 
have doors provided with weather strips 
or other means of preventing fumes 
escaping into the room and a vent pipe 
of lead or lead lined steel pipe or of 
fiber conduit should be provided, if con- 
venient, to the outside air. 

If this is not convenient and unless 
the battery is of very large size it will 
be sufficient to carry a vent pipe up from 
the cabinet to a point near the ceiling 
or about 6 or 7 feet above the top of 
the cabinet. This will prevent any pres- 
sure in the cabinet, but the acid fumes 
will not rise to sufficient height to es- 
cape from the pipe. The inside of the 
cabinet and all connection inside of the 
cabinet should be thoroughly painted 


with asphaltum or other acid re- 
sisting paint. A good light, pre- 
ferably a “goose neck” with ad- 
justable stem should be _ provided, 


so located that a hydrometer may easily 
be read in any cell. Where a storage 
battery is installed, it will be well to in- 
struct the person who is going to care 
for the battery, as to the necessary at- 
tentions which it should receive. 

The voltage at which a signal system 
should be operated, should receive 
study. A small bell or buzzer system 
will operate perfectly well on 6 volts or 
even less. In a large system, however, 
unless the wires be of large size, the 
drop at the very low voltage employed 
may interfere with the operation of ap- 
paratus, particularly lamp annunciators. 
For this reason, a higher voltage is de- 
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sirable. A voltage of 20 to 24 has been 
found to be very satisfactory for larger 
work. 

Instruments should be provided to in- 
dicate grounds and to facilitate the lo- 
cation of grounds, etc., so as to reduce 
to a minimum, the drain on a battery 
system from this sources It is a good 
plan also to fuse each feeder or battery 
supply circuit separately so as to local- 
ize trouble. 


Intercommunicating Telephone System 


The contractor is frequently called 
upon to install an interior telephone 
system and his advice requested as to 
the type of system to be used. For a 
small system of two or three phones, no 
particular problem is presented; but 
for a system of say fifteen or more in- 
struments, the question is worth more 
study. 

If service during regular office hours 
only is desired, an ordinary switch- 
board with extensions to any desired 
number of stations and operated by a 
stenographer or office boy, may be satis- 
factory, provided the number of calls is 
not too great. The wiring for such a sys- 
tem is simple and additional stations 
may easily be added. However, if the 
service is heavy, when a regular oper- 
ator would be required, then an auto- 
matic telephone system may be found to 
be cheaper. 

An objection to the switchboard sys- 
tem in an office where there is much 
work after hours, is that the system 1s 
useless without an operator. 

The apparatus of the Automatic Elec- 
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tric Company costs more than the man- 
ually operated switchboard system and 
the maintenance will be higher, but the 
additional cost may often be more than 
made up in a busy office by the saving in 
requiring no operator. Service is avail- 
able at all hours and is generally quick- 
er than wth an operator. On the other 
hand, some executives object to the use 
of the dial to call a number and prefer 
to ask an operator to “call Mr. Jones.” 

With the automatic or any mechanic- 
al system, each station must be provided 
with a directory which must be kept up 
to date as changes are made. Where 
frequent changes are made, as some- 
times ina large bank or insurance 
company, there is a real problem in 
keeping all these directories up to date. 
A great advantage of the automatic over 
other mechanical systems is that only 
two wires are required to each station 
which makes the installation of addit- 
ional stations easy. 

Where automatic equipment is used, 
proper space must be provided for the 
The 
space requirements should be obtained 
from the manufacturer—particularly 
the head room required. 

There are several modifications of 
the automatic type on the market which 
may be suitable for some conditions, 
but are generally not the equal of the 
Automatic Electric Company’s equip- 
ment. 

For a system in which there are not 
more than ten or twelve stations which 
must communicate with each other, the 
expense of the automatic type is not us- 


switchboard, storage batteries, etc. 





Showing a Low Tension Plant With Motor Generator and Switchboard 
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ually warranted. For such service, one 
of the push button types of intercom- 
munication may be used. However, 
the wiring of such a system is compli- 
cated and difficult to handle at the sta- 
tions, as wires must run from the calling 





Cabinet for Dry Cells, Which Are Attached 

to Strips. At End of Strip Are Contact 

Blades Which Fit Into Jaws on Side of 
Cabinet 


station to each station to be communi- 
This does not make the first 
unless spare 


cated with. 
installation difficult, but 
conductors are left throughout the sys- 
tem, it will be found very difficult to in- 
stall additional stations later. 

In wiring such a system, it is to be 
recommended that cables be installed to 
each station from a central interconnect- 
ion box or from one of several intercon- 
nection boxes where the stations are 
widely separated. This is preferable to 
looping a cable through all stations, as 
the connections to stations are easier to 
make, as there will only be one cable 
terminating at each station also, the mov- 
ing of one station does not affect the en- 
tire system and further, stations may be 
more easily added in the future. 

Some of these systems have push but- 
tons in a mat or in the base or face of 
Others have a number 
of cams set in a wooden case. This last 
type provides better wiring conditions as 
the case is larger and in making changes 
and additions, congestions of wires is 
not as great-as with the push button 


the instrument. 


types. 
The maintenance of a push button 


or cam system is likely to be high, on — 


account of the number of wires involved. 

In the above we have considered sys- 
tems in which several conversations may 
be carried on simultaneously. If this 
is not necessary, a “common talking” 
system may be used up to almost any 
number of stations with satisfaction. In 
this case, the original wiring is simple, 
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also the future changing and installat- 
ion of stations. In most cases, however, 
this will not be satisfactory, as more 
than one conversation at a time is 
usually desired. 


(To be continued ) 


CODE CHATS 


By Husert S. Wynkoop, M. E. 


Monthly Discussion of National Electrical 
Code Practices by Well Known Author- 
ity in Charge of Electrical Inspection, 
City of New York 





Guiters for Cabinets and Cutout 
Boxes 

Supplementing last month’s comment 
on this subject, I call attention to a 
queer little twist in the rule which came 
to my notice recently. In an alteration 
job, the contractor added two double 
branch cutouts to a box which contained 
a double branch cutout. We objected 
on the ground that there were 6 circuits 
in a box having no gutters, and where 
the wires did not leave opposite the ter- 
minals. He assented, and provided an- 
other box containing a double branch 
cutout, to which. he transferred two of 
the offending circuits. This left pro- 
vision for six circuits in the original 
box, although there were actually only 
four circuits. 

Naturally we called for the removal 
of one of the cutouts from the original 
box; and to this the contractor demur- 
red—said he didn’t have to—“read your 
rule.” So we did read the rule, and 
yielded. No. 70b says “when used to 
enclose devices or apparatus connected 
within the cabinet or cutout box to the 
wires of more than four circuits.” 

Now; if the contractor installs a 10 
circuit panel in a gutterless cabinet and 
uses only four circuits, leaving the 
other six set of clips as spares, are we 
bound to approve of this when we know 
that the wires will not enter or leave 
opposite their terminals? Ask Mr. 
Johnson to send you his list of prizes 
for correct answers. 


Overfusing 

From checkups made from time to 
time by our inspectors and those of the 
underwriters and the lighting companies 
I have formed the conclusion that over- 
fusing is not nearly as prevalent as we 
have been accustomed to believe it to be. 
While 5 or 6 fuses out of each hundred 
are found to be too large, or doctored in 
some way, and while one fuse out of a 
hundred is one too much, surely we 
cannot continue to help longer on the 
“gross abuse” of fuses. 
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Outlet Boxes in Concrete 

The Code requires that “switch and 
outlet boxes must be so arranged that 
they can be securely fastened indepen- 
dently of the support afforded by the 
conduit piping” unless they are exposed 
or are of the threaded boss type. A 
number of makes of approved boxes are 
designed with knockouts, but have 
holes for supporting screws. These are 
set in place before the concrete is pour- 
ed, and are kept in alignment by two 
nail points extending downward 
through the screw holes. The nails are 
clipped off after the concrete has set. 

It has been claimed that these boxes 
do not conform to the Code. I claim 
that they do; for they make provision 
(“so arranged”) for a support inde- 
pendent of the conduit, which in this 
case happens to be the mass of concrete 
instead of two screws, and when the job 
is done “the entire system is mechanic- 
ally secured in position.” (No. 28b. Ist 
paragraph). 


Portable Booths 
Those who still pin their faith to port- 
able moving picture booths should read 
the report issued some months ago by 
Underwriters’ Laboratories, Inc., and 
abstracted at considerable length in the 
April Quarterly of the National Fire 
Protection Association. In many local- 
ities these booths are recognized by law, 
and it is discomforting to find that they 

are of relatively little value. 


Large Main, Small Feeder 

Every little while some inspector com- 
plains of the absence of fuses where the 
wire size changes, forgetting the rest of 
the rule: “unless the cutout in the larger 
wire will protect the smaller”. He can 
be backed out of his position easily if it 
is shown that a large feeder is used to 
keep down the drop and that its fuse is 
not larger than allowed for the smaller 
main. 

But if the feeder is smaller than the 
main, as occasionally happens, and if 
he is a “sea lawyer,” he balks at accept- 
ing the fuse in the smaller feeder as pro- 
tection for the larger main, because 
“the Code doesn’t say so.” It’s only the 
young inspector who gets that way. 


Three-way Switches for Garages 

It is customary to provide 3-way 
switching between the house and a pri- 
vate garage, and in suburban districts 
the connecting line is run overhead. 
But the Code requires double pole 
switching for circuits located in damp 
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places; and the 3-way switch breaks 
only one pole. So in this case where 
the public convenience demands some 
easing up of the rule, we ask ourselves 
of what use ii is to break the grounded 
leg, and tell the inspector to accept 
3-way switching if the connections are 
such that the ungrounded leg will be 
broken. 


Cord Adjusters 
Bear in mind that the flat type is in- 
tended for use with paralled cord, and 
the ball type with. twisted or reinforced 
cord. 


Sprinkler Pipes as a Ground 
We have a ruling here to the effect 
that, while sprinkler piping may serve 
as a ground for a house conduit when 
the usual water pipe is not available, 
but may not be employed as a ground 
for a secondary. 


Refilled Fuses 

There have been a few concerns 
which bought up old cartridge fuses 
and replaced them on the market after 
refilling. We have set ourselves agains 
these devices because we had no assur- 
ance as to their reliability. If the orig- 
inal label is retained, the fuse is more or 
less fraudulent; if the refill manufact- 
urer substitutes his own label, then he 
should submit his product for invest- 
gation and approval. Of course it 
should be clear that this comment ap- 
plies to the non-renewable fuse only. 


Wattage in Metal Raceway 

Some inspectors are disposed to ob- 
ject to two 2-wire circuits or one 3-wire 
circuit in a metal raceway, and report 
the following as a violation: “More than 
1320 watts in metal raceway.” A care- 
ful reading of No. 26 | will show that 
“no single circuit of more than 1320 
watts shall be used in metal raceways.” 


Heavy Globes on Pendant Cords 


We have had to draw the line some- 
where against heavy enclosed shades 
used with gas-filled lamps. This we 
have done by requiring a chain or pipe 
support for the socket if the shade 
weighs over 2 pounds. This presupposes 
a shade holder not supported by the 
shell of the socket. What the limit of 
weight to be supported by the shell 
should be, we have not yet undertaken 
to ascertain. 


Improperly Assembled Sockets 


During the war jobbers were some- 
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times hard put to it to obtain sockets, 
and it happened that the mechanism of 
one manufacturers found its way into 
the shell of another make. Since these 
two parts were not designed to fit to- 
gether, the completed socket occasion- 
ally developed defects which led to the 
condemning of the product of the manu- 
facturer whose name appeared on the 
shell. So we have learned to investi- 
gate, before rejecting a line of sockets 
of which a defective sample has been 
brought in from the field, and determine 
whether the mechanism and the shell 
were intended to go together. 


Pull Switch in Canopy 
We object to a pull switch attached to 
a flimsy canopy. The constant jerk 
tends to loosen the set screw and allow 
the canopy to slide down the stem until 
the strain comes upon the wire splices. 


Radio 

And now the bedspring antennae are 
discarded for the overhead electric light 
line; and the amateur radio “expert” 
can blow fuses to his heart’s content, 
merely by attaching his apparatus to 
the nearest lamp socket ! Have you 
heard the comments of the lighting com- 
pany’s “trouble man” on this matter? 





Chinese Like Wireless Tele- 
phone 


The marvels of the wireless telephone 
have taken the Orient by storm accord- 
ing to Professor C. H. Robertson, a 
noted American lecturer, who has been 
demonstrating the latest developments 
of electricity throughout China and 
Japan during the past six months. 

On the first day that he puzzled the 
Celestials of Shanghai by carrying on an 
intelligible conversation with some 
mysterious individual in empty space it 
was estimated that more than 14,700 na- 
tives-came to witness the performance. 
Before he had left the city his lectures 
on the wireless telephone had been at- 
tended by an aggregate of at least 
300,000 people. 

Professor Robertson was aided in his 
work by the China Electric Company, 
an allied company of the International 
Western Electric Company of New York. 
His wireless demonstrations attracted 
such widespread attention that the pro- 
fessor was swamped with requests for 
his attendance before colleges, govern- 
ment officials and foreign associations. 
The officers of the Chinese Army were 
particularly interested. They staged 
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several lectures under Professor Robert- 
son’s direction. 


An Effective Demonstration 


An effective demonstration of the in- 
nards of an automatic electric water 
heater was-recently exhibited by the 
Erner Electric Company, jobbers, of 
Cleveland. The device is pictured 
herewith. 

A Speco water heater unit and a 
Sepco control were inserted in a glass 
jar filled with water and capped by a 
condenser to prevent steam from escap- 
ing and fogging the display window. 
The automatic control was set slightly 
above the boiling temperature of water 
and a color lamp was arranged behind 
the display so that the action within the 
glass jar could be plainly seen. 

As the water approched the boiling 
point, bubbles formed about the hollow 








heating unit and began to ascend from 
within it, continuing until the contents 
of the jar boiled violently then the auto- 
matic switch cut off the current and the 
boiling ceased. The operation was con- 
tinued automaticlly through the day, at- 
tracting a great deal of attention to the 
display windows. Cards of explanation 
and samples of various sizes and types 
cf Sepco water heaters were shown in 
connection with this demonstration. 
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New York State Election 


Following out the action taken at the 
gent ral meeting of the New York State 
Association last January when it was 
voted to reorganize the work of the As- 
sociation, the committee composed of 
the state chairman and the state secre- 
tary, announces the election of Frank 
M. Farley to its active working staff. 

Mr. Farley takes over the work so 
ably carried on by the former secretary, 
J. P. Ryan, who has resigned from the 
secretaryship. In addition he will do 
considerable field work, in fact the 
stipulations of the reorganized Associa- 
tion work require him to spend a large 
part of his time in the field of the state. 





Frank M. Farley 


Mr. Farley made his first trip in his 
capacity to Oneonta, where a meet- 
was held in the middle of April. 
He was accompanied by Special Repre- 
sentative Davis of the National. The 
new secretary and field representative 
is now endeavoring to work up interest 
throughout the state ‘in the New York 
State convention which wiil be held in 
Oneonta on June 12 and 13. 

Mr. Farley was born in Elmira, N. 
Y., and has been connected with several 
large engineering projects during the 
past sixteen years. He was connected 
with the Board of Water Supply of New 
York City on the construction of the 
Catskill acqueduct from 1906 to 1916, 
and was then transferred to the Bureau 
of highways, Borough of Manhattan, 
where he supervised the work of widen- 
ing of streets and removal of encroach- 
ments. 

In 1918 Mr. Farley entered the United 
States Navy Department at League 
Island Navy Yard, Philadelphia, where 
he had charge of important erection 
projects. When his duties were com- 
pleted here he accepted the position of 


new 
ing 
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traveling representative for the Bankers 
Trust Company of New York which 
position he has held until the present 
time. 





Standardizing Symbols 


The American Engineering Standards 
Committee held a two day session in 
New York City on May 3rd to 4th to 
consider the standardization of wiring 
symbols. The sub committee representa- 
tion was as follows: 

Edward J. Cheney, American Institute 
of Electrical Engineers; G. M. Sanborn, 
National Association of Electrical Con- 
tractors and Dealers; F. Y. Joannes, 
American Institute of Architects; 
Captain F. R. B. Field, Department of 
U. S. Army having to do with construc- 
tion; H. B. Brooks, U. S. Bureau of 
Standards; C. Kaiser, chairman, repre- 
senting Knox Associates; Farquson 
Johnson, N. A. E. C. & D. secretary; 
Lieutenant Commander, S. S. Kennedy, 
Bureau of Engineering, U. S. Navy, was 
unable to attend. 

Considerable revision of existing 
symbols was found necessary, and it 
was decided to issue a chart showing 
the recommended revisions for electrical 
equipment for buildings. The chart will 
first be sent to the sectional committee 
on symbols, and if it has the approval 
of this body it will go before the Ameri- 
can Engineering Standards Committee 
for endorsement. 

At these meetings it was found that 
the symbols which had been submitted 
from various branches of the industry 
and by individual firms and organiza- 
tions were so at variance with the sym- 
bols submitted by the marine and ship- 
building interests that it was recom- 
mended that the American Engineering 
Standards Committee appoint another 
sub committee for the construction of 
symbols for building ships. 

The resolution concerning the stand- 
ardization of wiring symbols which was 
adopted at the March meeting of the 
executive committee of the National As- 
sociation of Electrical Contractors and 
Dealers was presented, and heartily en- 
dorsed. This resolution reads as fol- 
lows: 

Whereas, G. M. Sanborn has presented to 
this committee the report of progress of the 
sub committee of the American Engineering 
Standards Committee which is considering 
the revision of standard symbols for wir- 
ing plans; 

Resolved, That this Association ts willing 
to consent to any necessary changes or ad- 
ditions in the symbols made necessary by 
the progress of the art, but believes changes 
should not be made from present standards 


except where absolutely necessary for 
the reason that the present standards 
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adopted by the National Association of 
Electrical Contractors and Dealers and the 
American Institute of Architects have been 
standardized by constant use all over the 
United States since their adoption in 1906, 
have received wide publicity, and have been 
adopted by many organizations, institutions 
of learning, etc. They appear in text books, 
hand books, catalogs, etc., and for these 
reasons it is deemed undesirable by this 
Association to make any changes other than 
those appearing to be absolutely necessary. 


Fourth Home Electric 


J. L. Wolf, chairman of the electrical 
home committee in Cleveland, announces 
that the fourth home electric will be 
built soon in the fifth city. The site se- 
lected is on Wade Park Avenue near 
105th Street. 

The committee feels elated in securing 
a site in this section of the city as the 
location is easily accessible and is one 
of the beauty spots of Cleveland. 

It is expected the home will be open 
for public inspection by September. A 
record breaking attendance is antici- 
pated. Building operations will be 
under the supervision of George Oyer, 
general manager of the Guarantee Build- 
ing Company of Cleveland. 








STATEMENT OF THE OWNERSHIP, MANAGEMENT, 
CIRCULATION, ETC., REQUIRED BY THE ACT 
OF CONGRESS OF AUGUST 24, 1912, of “NA- 
TIONAL ELECTRAGIST,” published monthly at 
Utica, N. Y., for April 1, 1922. 


State or New York, 
County of New York, ) **- 

Before me, a Notary Public in and for the State and 
County aforesaid, personally appeared Farquson Johnson, 
who, having been duly sworn according to law, deposes 
and says that he is the General Manager of the NA- 
TIONAL ELECTRAGIST, and that the following is, 
to the best of his knowledge and belief, a true state- 
ment of the ownership, management (and if a daily 
paper, the circulation), etc., of the aforesaid publication 
for the date shown in the above caption, required by 
the Act of August 24, 1912, embodied in section 443, 
Postal Laws and Regulations, printed on the reverse of 
this form, to wit: 


1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher, National Association of Electrical 
Contractors and Dealers, 15 W. 37th Street, 
New York, N. Y. 

Editor, Farquson Johnson, 15 W. 
New York, N. Y. 

Managing Editor, none. 

Business Manager, Farquson Johnson, 15 W. 37th 
Street, New York, N. Y. 

2. That the owners are: 

The National Association of Electrical Contractors 
and Dealers. Not incorporated. Composed of 2113 mem- 
bers, of whom principal officers are: 

James R. Strong, Chairman, 526 W. 34th Street, 
New York, N. Y. 


37th Street, 


Farquson Johnson, General Manager, 15 W. 37th 
Street, New York, Ve 
3. That the known bondholders, mortgagees, and 


other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are none. 

That the two paragraphs next above, giving the 
names of the owners, stockholders, ana security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
Company, but also, in cases where the stockholder or 
security holder appears upon the books of the Company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs con- 
tain statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a 
bona fide owner; and this affiant has no reason to believe 
that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 


(Signature of) FARQUSON JOHNSON, 
General Manager. 


Sworn to and subscribed before me this 17th day of 
March, 1922. 
; LILLIAN V. DRISCOLL, 

(My commission expires April 19, 1923.) 








Conference on Code 


A. Penn Denton Represents National As- 
sociation at Inspectors’ Meeting in 


Chicago 

A conference on the National Elec- 
trical Code was called in Chicago on 
April 17 by the Western Association of 
Electrical Inspectors, and A. Penn Den- 
ton, chairman of the Code Committee of 
the National Association, who attended, 
reports that all and more too was ac- 
complished than might have been hoped 
for at this the first general meeting of 
all interests. 

After the preliminary organization 
work was accomplished, the most im- 
portant subject of the morning was taken 
up under the heading, “The Paramount 
Importance of Uniform Interpretation 
of the National Electrical Code.” Ten 
minute addresses were allotted to each 
representative of the various interests, 
the manufacturer, the jobber, the con- 
tractor, the inspector, and the central 
station. 

In discussing the points which he con- 
sidered fundamental from the con- 
tractor’s point of view in making the 
code a better standard and in bringing 
about its more uniform interpretation, 
Mr. Denton brought out the following: 

First: The harmonious coéperation 
between inspection interests and the con- 
tractors and central station interests, 
that is, those who make the field con- 
tact with the public. 

Second: This uniform interpretation 
of the code will aid the legitimate job- 
ber in the distribution of his merchan- 
dise at fair prices and under better 
credit conditions, because it will result 
in a wholesome spirit of codperation 
between the jobber and the contractor. 
The legitimate contractor who believes 
in and supports the code does not like 
to see a good jobber encourage business 
relations with the unreliable curbstoner 
who never tries to follow the code. 

In the third place, uniform interpre- 
tation will place the manufacturer in a 
position to make a quality product which 
can be sold with proper guarantee and 
at a good price without fear of cheap 
competition. 

Fourth: A uniform interpretation of 
the code permits all electrical interests 
to work together for the upbuilding of 
the industry, while lack of unformity in 
interpretating the code makes inspection 
work difficult, permits of favoritism and 
politics affecting proper standards of 
electrical construction work. It further- 


more discourages the best electrical con- 
tractors in the country who believe that 


the industry’s best interest can be prop- 
erly served only by the highest type of 
workmanship and the best engineering 
practice. Improper inspection will also 
result in encouraging boys and men 
wholly unfamiliar with electrical ma- 
terials and proper methods of installa- 
tion to do electrical work where they 
know it will not be inspected with any 
degree of care. 

In the final analysis, Mr. Denton 
stated that what is needed is a new ar- 
rangement of the code which will com- 
mend itself to the contractor and the 
inspector so that ruling will be specific 
and clear and do away with all am- 
biguity. 

The code chairman said he was glad 
to see the manufacturer, the jobber, and 
the inspector take the same viewpoint 
concerning the need of more uniform 
interpretation of the code. He said the 
only interest that seemed to stand apart 
was the central station. R. S. Hale of 
Boston felt that a code was not needed 
so much as some other things, and his 
position was one of encouraging a more 
liberal rather than a closer interpreta- 
tion of the code. 

The afternoon session of the confer- 
ence was devoted to the subject, “In- 
spected Electrical Appliances and the 
Importance of the Underwriters’ Label.” 

Again Mr. Denton took a firm stand 
on the need of laboratory inspection of 
all materials and apparatus installed by 
the contractor. He believed the con- 
tractors of the country could not have 
a better condition than to have the Un- 
derwriters’ label on every piece of elec- 
trical material handled. 

There was some difference of opinion 
regarding the use of the Underwriters’ 
label, and Mr. Sargent, speaking for the 
manufacturers, felt that from the stand- 
point of the larger companies the label 
leveled down quality rather than raised 
it up. He felt that there is a good deal 
of material approved by the Laborator- 
ies which is not in a class with that made 
by some manufacturers not yet carrying 
the Underwriters’ label. 

In reply to this argument, Mr. Denton 
said that the Underwriters’ label estab- 
lished a standard which every contractor 
needed to guide him in the purchase and 
use of electrical materials. If contrac- 
tors all over the country could always 
have the label on the goods they buy, 
they would be assured of a definite 
standard. When they bought goods 
from the larger companies they would 
naturally know by reason of the widely 
advertised goods of these companies as 
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well as the best kind of salesmanship 
going with them that they were buying 
an article that was in a class by itself, 
and the fact that the Underwriters’ 
label was on the article of the larger 
manufacturer’s make would not in the 
eyes of the contractor depreciatz its 
quality. On the other hand it would 
show that this company was cooperat- 
ing with the Underwriters’ Laboratories 
to produce the highest standard in elee- 
trical goods. 

The result of the conference as a 
whole was very gratifying to W. S. 
Boyd, secretary of the inspectors’ asso- 
ciation, who called the meeting. While 
no official resolution was passed, it was 
voted as the sentiment of the meeting 
that a stricter observance of the code 
is needed by all branches of the in- 
dustry, and all stated that their respec- 
tive associations would lend their best 
efforts to improve the code. 


Wisconsin State Meets 


The quarterly meeting of the execu- 
tive committee of the Wisconsin State 
Association of Electragists was held at 
the Palmer Hotel, Fond du Lac, Wis- 
consin, on April 28-29. 

On the first day the matter of the 
state licensing law was brought up, 
which caused a long and interesting dis- 
cussion. It was voted that the bill be 
sent to the Industrial Commission for 
drafting, after which it would be adopted 
by the Association. 

Special Representative Davis, who 
was scheduled to speak, was unable to 
attend the meeting on account of illness. 





Here’s the One and Only Larry Davis— 
Captain for Short. You Are Apt to Find 
Him in Any Part of the Country at Any 
Time—Such a Whizz is the Special Rep- 
resentative at Covering Distance 
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Reports of Lighting Experts From All Parts of Country Were Made at First General 


Meeting of Westinghouse-Cutter Executives on March 27 at South Bend. 


Among 


Others the Following Specialists on Illumination Were in Attendance: H. A. Warner, 
Atlanta; J. A. Lynch, Boston; L. F. Heckmann, Buffalo; F. L. Carl, Chicago; J. F. 


Stewart, Cincinnati; W. 


S. Hermann, Detroit; R. R. Magee, New York; F. H. Geyer, 


Philadelphia; L. D. Wheeler and H. W. Flake, Pittsburgh; and P. Y. Danley, St. Louis 


H. C. Hutton, secretary of the Milwau- 
kee district, had been sent a copy of Mr. 
Davis’ talk, which he presented in a very 
interesting manner. 

Further discussion on the question of 
financing of the new state licensing law 
took place on the second day of the 
meeting. Nothing definite was decided, 
however, and Chairman Burdick and 
Secretary Northrup promised to have 
more information concerning it to pre- 
sent at the next meeting in July. 


New York State Meeting 

A very interesting program has been 
arranged for the semi annual meeting 
of the New York State Association 
which will be held in Oneonta on June 
12 and 13 at the Hotel Oneonta. 

In addition to the executive session 
on the morning of the opening day, the 
ladies will go on an automobile trip 
and have luncheon at the country club. 
The afternoon session will include talks 
by H. A. Lane, director of the Business 
Development Movement of the N. E. 
L. A., and Special Representative Davis. 
The meeting will adjourn at four o’clock 
to witness a baseball game between 
Oneonta and a visiting team. This game 
should prove especially interesting as 
the home nine is managed by the former 
New York Giant’s star second baseman, 
Al. Bridwell. Dinner will be served at 
the Elks’ Club. 

K. A. McIntyre of the Society for 
Electrical Development and F. E. Watts 
of the Gage Publishing Company will 
speak at the morning session on Tues- 
day, June 13, and other short talks will 
he given by men representing the dif- 
ferent branches of the electrical indus- 


try. At noon conventionists will take a 


sightseeing automobile trip to Coopers- 
town, 


visiting the historic Leather 


Stocking Trail, and at half past one a 
shore dinner will be given at Three 
Mile Point, Otsego Lake, after which 
various kinds of sport will be indulged 
in. 

Since Oneonta is a central point in 
the state, it is readily accessible by mem- 
bers in every locality. Those who de- 
sire can easily get to the meeting by rail, 
although no doubt many will prefer to 
make the trip by motor. Upstate mem- 
bers will find that all roads lead to 
Oneonta, and certainly members from 
New York City and vicinity cannot ask 
for a better route to take than that along 
the scenic Hudson. 

The new state secretary and field rep- 
resentative, Frank M. Farley, has been 
working hard to make this meeting a suc- 
cess, and with the help of Mayor Miller 
of Oneonta, who incidentally is a prog- 
ressive electragist, and the other live 
wires of the convention city, he expects 
to leave no stone unturned in having 
the program go off as arranged. 


Advice From Ontario 


A bit of advice has just come in from 
the province of Ontario as to district 
and local associations being represented 
at the annual conventions of the Na- 
tional Association. In the opinion of 
Kitchener and Waterloo electragists all 
these associations should arrange to 
send their chairmen to the big affair at 
the expense of the local group. 

K. A. McIntyre of the Society for 
Electrical Development, who reports the 
idea, says that these electragists feel that 
honor is not the only reward which 
should come to a chairman who works. 
The rule has therefore been adopted 
that local chairmen shall be sent to the 
annual convention of the National As- 
sociation at Cincinnati in October at the 
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expense of the respective associations, 
and that further, concerning the posi- 
tion itself, no chairman shall serve more 
that one year until all others have 
served. 


Presents Electrical Play 
What is believed to be the first at- 


tempt to present the electrical idea in 
dramatic form on the Pacific Coast was 
brought out at the eleventh annual con- 
vention of the Oregon Association of 
Electrical Contractors and Dealers, held 
at Corvallis, Oregon, on March 30 and 
31. Three performances of a four act 
playlet called, “All the Comforts of 
Home,” were given before an audience 
of over six hundred architects, building 
contractors and home builders. 

The value of this new venture is at 
once obvious. The électrical playlet, 
like the electrical home, should prove 
an excellent means of carrying to the 
public the industry’s message of the 
advantages of doing it electrically. 

Among those who are credited with 
the conception of the idea and the pro- 
duction cf this initial performance are 
Francis H. Murphy, illuminating en- 
gineer of the Portland Railway, Light 
and Power Company; Frank Barrett, 
Portland electrical dealer; Frank R. 
Whittlesey, field representative of the 
Northwest Electrical Service League; 
and Donald Bruce Stuart, superintend- 
ent of light and power at the Oregon 
Agricultural College. ‘The contractor- 
dealer firms of Corvallis, Cole, and 
Clark also worked hard to make the 
play a success. 


Estimators Elect Officers 

Three years ago in New York City 
there was formed the Electrical Esti- 
mators’ Association of Greater New 
York. Since that time the activities of 
this organization have been widespread 
and its accomplishments have been most 
gratifying. 

At the annual election of officers of 
the Estimators’ Association held on the 
first of last month, the festivities were 
in the nature of a May party. The club 
rooms of the Builders’ Exchange had 
been engaged for the occasion and a 
Western Electric radio set was installed 
by H. W. Van Clief of the Tollner Elec- 
tric Co., Brooklyn. 

President Higgins introduced as the 
guests of honor Joseph Forsythe of the 
Underwriters Inspection Bureau, H. S. 
Wynkoop, chief of the New York City 
inspectors, and Farquson Johnson of 
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the National Association. These speak- 
ers each complimented the members on 
their very useful organization and offer- 
ed assurances of codperation. 

After an enjoyable dinner had been 
served the members and guests were in- 
vited to indulge in games of pinochle 
and pool for diversion, for which a fine 
collection of prizes had been prepared 
by Treasurer Leo S. Stern. 

The election of officers went far to 
prove the efficiency of the present in- 
cumbents as they were mostly re-elected, 
as follows: President, Campbell Hig- 
gins; vice president, J. Gilston; treas- 
urer, L. S. Stern; secretary, A. Green- 
blatt. 

To show their appreciation of the 
valuable services of their able secre- 
tary, the members presented Mr. Green- 
blatt with a gold watch. In presenting 
this memento, Mr. Stern explained how 
their secretary had been instrumental in 
bringing the organization to its present 
enviable position in the field of estimat- 
ing and said that the members wanted 
to show Mr. Greenblatt that his efforts 
were appreciated. 





New Service for Estimators 


New York City Company Offers Electra- 
gists Time and Money Saving Method 


[It seems that every contractor in his own 
interest should give this service a trial. 
He can do s> at a small expense and a 
minimum risk. We believe a trial of 
this service would demonstrate its value 
and economy.—tThe Editor. | 
The high cost of estimating will get a 

jolt if the coéperation of contractors can 

be secured for the service now offered 

by The Quantity Survey Company, 17 

West 45th Street, New York City. How 

this service developed and how it is be- 

ing taken up by electrical contractors 
makes interesting reading. 

Wm. Graves Smith, a practical con- 
tracting estimator, is at the head of the 
Survey Company. The service was first 
formed to relieve contractors and sub- 
contractors of every kind from the de- 
tail of estimating on the various mate- 
rials entering into building construction. 
The iron man, the cement man, and the 
other contractors were all benefitted 
alike by this service. 

The service is a boon to the respective 
interests. Overhead is reduced consid- 
ably by each company not having to 
hire its own estimators, and by virtue 
of the figuring being done by specialists 
in every line, the service makes for ac- 
curacy and economy in the supplying 
of materials. Campell Higgins, pres- 
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ident of the Electrical Estimators Asso- 
ciation of Greater New York is in charge 
of estimating for electrical work. 

Off and on for several years past, 
efforts were made to interest a group of 
electrical contractors to agree to some 
form of codperation with the Survey 
Company, whereby the expense for a 
reliable set of quantities for the use of 
all would be divided amongst all. The 
idea was to reduce quantity expense and 
to afford protection against possible 
slips in quantities rushed out under 
pressure. 

The efforts to get a group of con- 
tractors to agree on any plan proved 
futile, not because the proposition was 
considered unsound or unreasonable, 
but simply for lack of initiative on the 
part of the contractors that were ap- 
proached. 

Finally one of the contractors, Hatzel 
and Buehler, Inc., of New York City, 
keenly alive to the possibilities of the 
plan, anxious to effect the promised 
economies, and feeling sure they could 
be realized if only a start could be 
made, agreed to take up with the pro- 
posal of The Quantity Survey Company, 
and are now sending jobs to them for 
electrical quantities upon the following 
standard proposal which the company 
makes to all contractors, whatever may 
be their lire: 

We will supply you with any quantities 
you may require tor estimating purposes 
for a maximum fee equal to the actual sal- 
ary expense for their preparation without 
any profit or overhead added, upon one con- 
dition; namely, that we may offer the 
quantities for sale to other bidders at half 
price with the understanding and agree- 
ment that if we sell to anyone else, the 
charge to you will also become half price. 
We will estimate our salary expense before 
you give us your order if you wish to have 
us do so, and will guarantee it. 

The judgment of the firm named has 
been vindicated. On every job which 
has been done for them a copy of the 
quantities has been sold to some other 
bidder, thereby making the charge for 
the service only half the salary expense. 

The continued success of the service 
depends first upon making it of high 
quality and keeping it so. The reputa- 
tion of The Quantity Survey Company 
for integrity and reliability which has 
been firmly established in its eight years 
of practice removes any fear on that 
consideration. But to be really suc- 
cessful every contractor must use the 
service often and thus make it prac- 
tically general practice. 

The possibilities of this service are 
far reaching: First: having by trial 
established the reliability of the work 
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turned out by the Survey Company, 
their quantities could be used with the 
same confidence that would be placed in 
privately prepared quantities. 

Second: On large or intricate jobs 
their quantities would surely be in de- 
mand by all bidders—at least for check. 
ing purposes. It is suggested that buy- 
ing their quantities first for checking 
purposes would be a logical way to make 
a trial of this service, and to satisfy 
oneself on all particulars of the servic, 

Third: As a check on privately pre- 
pared quantities even after winning a 
contract. 

Fourth: When for any reason a ten- 
tative or approximate figure must be 
submitted to a contractor or to an ar- 
chitect. 


Missouri State Meeting 

A very interesting discussion on the 
660 watt rule was held at the meeting 
of the Missouri State Association in 
Kansas City on April 15. About thirty- 
five were present. A. Penn Denton, 
chairman of the Code Committee of the 
National Association, took occasion at 
this meeting to get opinions concerning 
this question, which is one of great im- 
portance to electragists. 


Connecticut State Meets 

The next regular meeting of the Con- 
necticut State Association will be held 
on Wednesday, June 7, at New Haven. 
Secretary Chapman advises that this will 
be a radio meeting. Among others, a 
representative of the Radio Corporation 
of America is scheduled to give a talk 
on radio as it concerns the electrical 
contractor-dealer. 


Milwaukee Home Electric 

Beginning on Sunday afternoon, 
April 30, Milwaukee’s first home elec- 
trical was opened to the public for three 
weeks. The attractive home, bungalow 
type, was so located that it was easily 
accessible from all parts of the city, 
and crowds of admirers visited it each 
day it was open for public inspection. 

The equipment throughout was in the 
nature of an educational exhibit for 
the benefit of home owners and home 
builders. The building was loaned by 


k.. William Ross and furnished by the 
P. W. Voland Furniture Company. Par- 
ticular attention was called to proper 
lighting and wiring. 

The home was open every afternoon 
wid evening from one to ten o'clock, 
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Sundays included. Competent hosts and 
hostesses were on hand to make the 
visitor’s tour of inspection pleasant and 
interesting. 

Local electragists report a substantial 
increase in business due to the showing 
of the home. Besides the extensive 
newspaper advertising which was car- 
ried on all during the time the home 
was open, dealers were furnished with 
display matter to attract interest to their 
individual stores. 


A prize was given away each day of 
the showing. All who visited the home 
were asked to register their names and 
addresses, and to check on the card pro- 
vided the electrical equipment they 
were especially interested in. These 
cards were deposited in a sealed box, 
and each evening when the house was 
closed one card was drawn to denote 
the winner of that day’s prize. A grand 
prize was given away on the last day. 


Wiring Suggestions 

An eight page folder containing wir- 
ing suggestions for the home has been 
issued by the Electrical League of 
Cleveland. In addition to showing a 
chart of the wiring plan for the first 
floor, an entire page, including a dia- 
gram showing the actual layout, is de- 
voted to suggestions for wiring each of 
the following rooms: Laundry, kitchen, 
dining room, living room, and bedroom. 
Suggestions, including a diagram, for 
the porch, reception room, bath, and 
hall, are shown on the middle double 
page. 

An announcement invites builders to 
bring their home plans to the offices 
of the League for free advice on wir- 
ing, lighting equipment, and appliances. 
The plans will be returned with recom- 
mendations on the number of electrical 
outlets, where they should be located, 
and why they should be provided. 


Hearing of 660 Watt Rule 


The public hearing of the 660 watt 
rule was held in Chicago on April 18. 
Every branch of the electrical industry 
was represented among the fifty persons 
who attended. 

The matter of changing the 660 watt 
rule was very carefully and thoroughly 
discussed, and it was evident that the 
prevailing sentiment of. the attendants 
was in favor of increasing the limits 
of this ruling. It was generally agreed 
that there should be some limit to the 
size of the fuses on branch circuits and 
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many favored a special fuse with the 
maximum capacity of 15 amperes. 

A. Penn Denton, chairman of the 
code committee of the National Asso- 
ciation was in attendance, as were A. 
S. Schulman of Chicago and Fred Adam 
of St. Louis, who talked from the con- 
tractor’s point of view. 

A similar meeting was held in New 
York City on May 19. Mr. Denton, on 
account of business was prevented from 
attending this meeting, but as a result 
of the action taken he has arranged to 
formulate his plans for the Code Com- 
mittee to submit at the next meeting of 
the Electrical Committee of the N. F. 
P. A. 


New Association Formed | 

The initial meeting of the Washing- 
ton Association of Building and Con- 
struction, held in Seattle on March 29, 
was attended by more than three hun- 
dred persons identified with the build- 
ing industry including contractors, 
architects, electrical contractor-dealers, 
bankers, and other interests. 

This association was formed to secure 
greater efficiency in building and con- 
struction. Its objects are: First, edu- 
cation: to foster and organize proper 
educational facilities for those engaged 
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in building and construction. Second, 
research: to conduct and to aid scien- 
tific and economic research and surveys 
pertaining to building and construction, 
and to provide for distributing to its 
members and to the public the result 
of such research and surveys. Third, 
social: to make possible a social con- 
tact between the various interests en- 
gaged in building and construction. 


Home Beautiful Show 


Electrical appliances will be shown 
at the Home Beautiful Show to be held 
in San Francisco the week beginning 
June 25, which is the first exposition 
ever. held on the coast catering to 
women. 

Splendid exhibition booths have been 
arranged for. All booths will be in the 
form of rooms with high walls open 
on the aisles, built upon platforms 
raised several inches from the floor and 
covered with suitable floor covering. 
Uniform signs and illumination will en- 
hance the value of each exhibit. 

The exposition is under the super- 
of The Industrial Expositions 
Company with headquarters at 1026 
Market Street, San Francisco. 

All the better class of homes will re- 
ceive special invitations 


vision 


including 


Two Officials of Mine and Smelter Supply Company on Visit to Westinghouse Plant 
at East Pittsburgh Were Taken Through Mammoth Works and Also Shown Wonders 
of Radiophone Broadcasting Station KDKA, First Broadcasting Station to Send Out 


Radio Concerts Daily. 


Standing: George Baily, Superintendent Distributing Agents; 
and J. J. Gibson, Assistant to Vice President. 


Sitting: George Lowe, Purchasing Agent, 


Mine and Smelter Supply Company; J. S. Tritle, Manager Merchandising Sales Depart- 
ment; and H. J. Gundlach, General Manager, Mine and Smelter Supply Company 
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tickets, and a large number of women’s 
organizations will participate in the ac- 
tivities of the show. 








Westinghouse Makes 
Changes 


Reorganization of the supply sales 
department and the establishment of a 
merchandising sales department are the 
major changes in the organization of 
the Westinghouse Electric & Manufac- 
turing Company, according to announce- 
ment made recently by H. D. Shute, 
vice president of the company. 

The changes, which entail the promo- 
tion and transfer of a number of officers 
and which are considered some of the 
most important actions taken by the 
Westinghouse company in recent years, 
were effective May 1, at which time the 
new merchandising sales department be- 
gun to function. 

J. J. Gibson, manager of the supply 
sales department, becomes assistant to 
vice president in the new plan of organ- 
ization, announced by Vice President 
Shute. In his new position Mr. Gib- 
son will have general supervision over 
the activities of both the supply sales 
department and the new merchandising 
sales department. 

Other changes and transfers in per- 
sonnel announced are as follows: 

A. A. Brown is appointed manager of 
syndicate operations; J. S. Tritle, man- 
ager of the St. Louis office, becomes 
manager of the merchandising sales de- 
partment; T. J. Pace, assistant manager 
of the supply department, becomes man- 
ager of the supply sales department; C. 
E. Allen, manager of the central station 
division of the Chicago office, becomes 
manager of the St. Louis office, succeed- 
ing Mr. Tritle; George Baily, assistant 
to the manager of the supply depart- 
ment, becomes supervisor of distribut- 
ing agents; M. C. Morrow, assistant 
manager of the Westinghouse 
Electric Products Company, becomes as- 
sistant to the manager of the merchan- 
dising sales department; and J. J. Dor- 
ney, manager of the industrial division, 
St. Louis office, becomes assistant to the 
manager of the merchandising depart- 
ment. 


sales 


Gets Promotion 


J. M. Pratt, who has been with the 
Rumsey Electric Company of Philadel- 
phia for a number of years, has been 
appointed to the position of assistant 
sales manager. 
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Record Cleaner Sales 


A record in electric cleaner sales is 
claimed by L. W. Pettise, Royal cleaner 
manager of the Logan Square branch 
of C. E. Sundberg and Company in 
Chicago. Mr. Pettise recently sold 
forty-five Royals in six weeks, averag- 
ing well over one per day. And each 
sale was made complete with attach- 
ments. 

The Sundberg organization began an 
aggressive cleaner campaign in Janu- 
ary, and they are finding that it pays 
to emphasize the attachments in their 
demonstrations. Often these tools play 
a large part in closing the sale. An 
article in “Royal Breezes,” house organ 
of The P. A. Geier Company, states thar 
this concern is sending out attachments 
with eighty per cent. of the cleaners 
they deliver. 

Codperative newspaper advertising 
with other Chicago dealers, and spec- 
tacular billboard advertising are impor- 
tant features in their drive. 


Classifying Fire Hazards 

The nation’s fire losses have become 
such a serious burden that no efforts can 
be spared which may lessen the waste. 
Such is the opinion of the Society for 
Electrical Development, and in order 
to prevent such losses so far as possible 
from socalled electrical hazards, it of- 
fers the following classification of fires 
due to electrical hazard origin in resi- 
dances and commercial buildings: 


1. Fires due to static electricity, light- 
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ning, street railway current, 
electric systems, etc. 
2. Fires due to defective wiring, de. 
fective apparatus, sparking motors, etc. 
3. Fires due to electric flat irons, port 
able cords, overfusuing or overloading cir- 
cuits, etc. 


automobile 


Such a classification it is believed 
would tend to place the responsibility 
for the fires and thereby indicate what 
remedial measures should be instigated, 

Class 1 covers those fires over which 
neither the lighting company nor the 
user of electric service has any con- 
trol. In class 2 appear the fires for 
which the responsibility falls largely 
if not wholly upon the city and insu. 
ance inspectors. Class 3 contains those 
fires for which the user of electric serv. 
ice is primarily responsible. 

The Society believes that an arrange- 
ment of this character is greatly needed, 
since by establishing the responsible 
party a long step toward a material re- 
duction in the number of fires of such 
nature is taken. 


Next Year’s Market 


Among the many problems discussed 
at the recent joint conference commit- 
tee meeting of the Associated Lighting 
Industries was that of the location of 
the 1923 Lighting Fixture Market. 

Up to the present time each succes- 
sive annual event has taken place in a 
different city, and the executive com- 
mittee of the lighting industries group 
believes that the Market has now grown 
to such dimensions that it is desirable 
to consider the establishing of a pet- 


Showing Large Amount of Mail Handled at Headquarters of National Council Lighting 
Fixture Manufacturers as Result of Far Famed Slogan Contest Which Was Big Feature 
at This Year’s Market 
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manent location for this big yearly 
affair. 

Before deciding, however, on the city 
to be selected for the next year’s Mar- 
ket, a particularly careful survey will 
be made of the railroad facilities, hotel 
accommodations, and other require- 
ments for a successful location. 








National Council Meets 


The midsummer convention of the 
National Council Lighting Fixture 
Manufacturers will be held in Cleve- 
land on June 28-29 this year. It is 
understood that two of the subjects to 
be taken up are the introduction of a 
uniform system of cost accounting 
among member firms, and the revision 
of the Council’s bylaws. 


Issues Folder to Trade 


Paul H. Jaehnig of Newark, N. J., 
who claims to be the first Electragist in 
Jersey, is also an advertising’ wizard. 
At least the folder he distributed to the 
trade recently contains some mighty 
fine advertising copy and is an excellent 
example of the kind of literature electra- 
gists should put out to get new business. 

This folder, 414 by 61% inches in 
size, is composed of eight pages with 
an attractive cover. On the inside cover 
electric light is described as the cheer- 
iest, cleanest, coolest, most healthful 
light known to man, next to the sun- 
beam itself, and the question is asked 
why everyone should not have it, say- 
ing that it can be procured by having 
the house wired on the easy monthly 
payment plan. 

The first and second pages are de- 
voted to the convenience and safety of 
electric light, concluding with a sales 
talk on why one’s house should be wired 
the electric way not only for light but 
for the many other conveniences of the 
household, and explaining the provi- 
sions of the monthly payment plan. 

The next three pages contain repro- 
ductions of testimonials. Pages six and 
seven show illustrations of the various 
appliances and fixtures, with the expla- 
nation that these devices are especially 
suited to fit out a six room house, and 
a low price is named for the entire set 
of lighting fixtures. 

Page eight again tells why you should 
wire your home the electric way, and in 
the signature of the company at the 
bottom of the page the fact is clearly 
brought out that the company is an 
electragist. 


NATIONAL ELECTRAGIST 





New Hubbell Vice President 

Harvey Hubbell, Inc., of Bridgeport, 
Conn., announces the recent election of 
Harry W. Bliven as vice president of the 
company. For more than twenty years 
Mr. Bliven has been general sales 
manager, and as vice president is to con- 
tinue in charge of sales. 

Although extremely reticent about 
himself, it is known that Mr. Bliven, like 
the organization with which he has had 





Harry W. Bliven 


such a long and successful affiliation, is 
thoroughly a product of Connecticut. 
He was born at Windham in the eastern 
part of the State on September 27, 1871 
and was graduated from the Williman- 
tic High School. His early experience 
in the electrical field comprised eight 
years as salesman with the Western 
Electric Company, terminating in 1904 
when he left to join the Hubbell forces. 


Be a Booster 
1922, 


Concerning business in 
“Chained Lightning” says: 

If in every village and hamlet in this 
country there could be one man preach- 
ing prosperity, and believing in what he 
preached, prosperity would come. There 
is an electrical contractor-dealer in 
nearly every community in this coun- 
try. If all of these men joined a boost- 
ers’ club, they could easily become the 
greatest force for good that the coun- 
try has ever known. 

There is nothing surer in the world 
than the fact that a calamity howler 
does not get anything for himself nor 
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A booster soon 


for his community. 
finds plenty of company. 
Put your grouch in cold storage. Be 


a booster. Become the advance agent 
of prosperity in your own community. 
It will be the best advertisement you 
can have and—you can’t lose. 


N. E. L. A. Convention 


Large Gathering at Atlantic City Declared 
Best Ever Held 


Leaders in the electric power industry 
from all parts of the United States as- 
sembled in the convention hall of the 
Million Dollar Pier at Atlantic City for 
the first general session of the forty- 
fifth convention of the National Electric 
Light Association on May 16th. 

In welcoming the convention to At- 
lantic City, Edward L. Bader, mayor of 
the city, contrasted the conditions as 
they are today compared to what they 
were when the association met in Atlan- 
tic City before and in presenting the key 
of the city to President Bump, pledged 
himself to do all within his power to 
make the visit of the delegates pleasant 
and profitable. 

President Bump’s address dealt main- 
ly with business conditions throughout 
the country, and he asseried that gen- 
eral conditions now are on the upward 
trend and that there is nothing in sight 
at present that will prevent a further 
gradual general improvement in the 
situation. 

“During the War and during the per- 
iod of inflation which followed, our in- 
dustry was placed under a very severe 
strain,” he said. “Demands for service 
poured in from every side and taxed and 
overtaxed plant facilities. Money in the 
meantime was so greatly in demand that 
prevailing rates for interest placed it be- 
yond the reach of most regulated 
utilities. 

“When the reaction set in many of 
our members found that the lessened in- 
dustrial demand came as a distinct re- 
lief from overloaded plant conditions. 
With the reaction and with the con- 
traction of business generally, the 
demands for money for other indus- 
tries receded rapidly and when new 
money became available, there ensued a 
period of lowering interest rates which 
had continued up to the present time. 
As business readjustments have taken 
place, there has been a constant down- 
ward trend on account of the increasing 
surplus of money for investment pur- 
poses. Before the beginning of the pres- 
ent year interest rates had declined to 
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a point where the utilities could again 
enter the market for new capital. The 
result has most beneficial and 
there has been a resumption of activities 
coincident with the widening of the 
money market. I feel that utilities can 
look forward confidently to a broad in- 
vestment market which will justify pro- 
cedure with their plans for the exten- 


be en 


sion of service. 
that new work 
planned and under way at the present 


A careful survey indi- 
cates there is more 
time than at any time in recent years, 
“Ex- 
Aylesworth __ re- 
viewed the activities of the association 
in a general way and stressed the neces- 
sity of fostering better public relations 
through the medium of newspaper ad- 


if not at any time in our history. 


ecutive Manager 


vertising, magazine advertising and mo- 
tion pictures, and the utilization of every 
possible vehicle for presenting to the 
public the facts regarding the industry. 

“Last year two billion dollars was ex- 
pended for new building construction 
throughout the country, setting a mark 
never before approached,” he said. “The 
greater part of this huge expenditure 
was made in cities for the purpose of 
housing people. As a result, it was nec- 
essary for electric light and power com- 
panies to furnish additional service for 
these homes, and also for the business in 
manufacturing building included in the 
total. Hence there was a vast and still 
growing increase in the domestic serv- 
ice business of the electric light and 
power companies, for not only is every 
new urban dwelling erected in this pro- 
gressive country connected with electric 
light and power lines, as a matter of 
course, but outlets for appliances are 
provided them on a scale undreamed of 
a few years ago. 

“The outlook for this industry there- 
fore is indeed good, and there is small 
wonder that the program for new con- 
struction adopted by electric light and 
power companies throughout the coun- 
try is of unprecedented size. Not to be 
prepared would be to fail lamentably in 
duty to our owners, our customers and 
the whole community, but to measure up 
to the opportunities presented requires 
large amounts of additional capital 
which must be secured and permanently 
invested in the business. That it will 
be secured goes without saying, for 
never before in the history of the com- 
panies have electric light and power se- 
curities been so avidly purchased by the 
public as at present, and, although the 
staggering sum of $750,000,000 will be 
required annually for the next two or 


three years, there is no question but that 
it will be readily and easily secured at 
fair rates of interest.” 

Belief that the electrical industry is on 
the threshold of its greatest opportu- 
nity for usefulness was expressed by R. 
H. Tillman, of Baltimore, chairman of 
the Commercial National Section. 

The formation of sections of the Na- 
tional Electric Light Associations in col- 
leges and technical schools was recom- 
mended by N. A. Carle, chairman of the 
Technical Section. The plan included 
the placing of the technical books of the 
association in college libraries for use 
as text books. 

Bookkeeping without books is the in- 
novation described by E. J. Fowler, 
chairman of the Accounting Section. The 
method consists of using an extra car- 
bon bill and is already in use by two 
of the largest electric lighting compa- 
nies in the country. 

Future development of the electrical 
resources of the country is dependent 
upon favorable public opinion and 
proper public relations more than any 
other one thing, according to Martin J. 
Insull, chairman of the Public Rela- 
tions Section. 

After detailing the activities of the 
Public Relations Section, Mr. Insull 
urged all electric light and power com- 
pany executives to devote more attention 
to the education of their employes that 
might give more and better service to 
the customers of companies and to fol- 
low the examples of other successful 
businesses and advertise in every way 
possible. 

Reports were also made by Alex Dow, 
of Detroit, chairman of the Rate Re- 
search Committee, and R. S. Hale, of 
Boston, chairman of the Committee on 
Wiring. 

Wiring Committee Reports 


Two extremely interesting reports 
were submitted before the second com- 
mercial section on the subject of wiring. 
G. E. Miller, vice chairman of the Wir- 
ing Committee, urged more attention to 
the commercial side of the wiring prob- 
lem as the very fundamental to new busi- 
ness development. There are many 
cities, he said, well saturated as to the 
number of homes which are wired and 
using service, but there are few of these 
homes which are themselves saturated 
electrically, because the use of electri- 
city in these homes is so limited by the 
knowledge of the people. The great 
necessity, therefore, is to present the 
idea so that the public will generally 
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appreciate not only the many ways in 
which electricity can be helpfully used 
in a household today but the extent to 
which it can be utilized with increased 
comfort and satisfaction. 

A. K. Baylor, chairman of the wiring 
department of the Joint Committee for 
Business Development, presented a re. 
port sketching the work of the depart. 
ment in outline, and submitting the 
guidebook on wiring, in which its ree- 
ommendations are embodied. 


Business Development Conference 


Those who addressed the general ses- 
sion Wednesday at the Business Develop- 
ment conference were Henry L. Doherty, 
of New York; Guy E. Tripp, chairman 
of the board, Westinghouse Electric and 
Manufacturing Company of New York: 
W. E. Robertson, general manager of the 
Robertson Cataract Electric Company of 
Buffsio; Farquson Johnson, who took 
the place of James R. Strong of New 
York, president of the National Associa- 
tion of Electrical Contractors and Deal- 
ers; W. W. Freeman of Cincinnati, presi- 
dent of the Society for Electrical De- 
velopment, and H. A. Lane, represent: 
ing the Joint Committee. 

Radio developments of the year were 
summarized in the report of the Elec- 
trical Apparatus Committee, presented 
by Chairman A. H. Lawton of Jackson, 
Mich. “It is now possible to secure re- 
liable service of a character never be- 
fore even approximated,” the report de- 
clared. “The entire radio art has reach- 
ed an eminently practical and depend- 
able stage.” 

The session of the Public Relations 
National Section of the Association was 
held Wednesday. One of the interest- 
ing developments was the description of 
the part women in the electrical industry 
are now taking in maintaining cordial 
relations with customers and the public 
at large. Miss Olive A. Bursiel of Bos- 
ton gave the report of the newly formed 
Women’s Public Information Committee. 
Important progress in standardization of 
parts of electrical apparatus was an- 
nounced in the report of the Merchan- 
dise Sales Bureau, given by Chairman C. 
E. Greenwood of Boston. The report of 
the Electrically Equipped Furniture 
Committee, containing many new de- 
velopments and improvements was given 
by Chairman Joseph F. Becker of New 
York. 

It was said that upwards of five thous- 
and attended the convention, which was 
declared to be the biggest and best meet- 


ing cf the kind ever held. The exhibits. 
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were interesting and complete, and too 
much credit cannot be given to L. W. 
“Shagg, director of exhibits, for the well 
planned layout of the exhibition space. 

At its annual business meeting held 
on Thursday, Frank W. Smith of the 
United Electric Light & Power Co., New 
York, was elected president. The con- 
stitution was amended so as to increase 
outside membership in the Executive 
Committee, and James R. Strong, Na- 
tional Chairman, was elected a member 
which adds to the many honors of our 
worthy chairman. 





Value of Membership 

In order to get the codperation of the 
jobbers, each member of the Philadel- 
phia District Association was asked by 
Secretary M. G. Sellars to get the fol- 
lowing message across to at least one 
prospective member: 

Placing a monetary value on member- 
ship in your trade association is not 
easily possible. 

It provides the necessary open forum 
for real honest-to-goodness exchange of 
experience, giving opportunity to weigh 
your way with a possible better way in 
conducting business, out of which comes 
the bright idea that we succeed best as 
we succeed as a whole. 

Right here the multiplication table 
gets working: With more members come 
more ideas—-more ideas create more in- 
terest—and more interest graduates in- 
to more helps, service and power to 
carry into effect the same ideals you 
meet with in all other business activities. 


Changes Position 

W. J. Jockers has resigned as mana- 
ger of the fan motor section, supply 
department, Westinghouse Electric & 
Manufacturing Company, to accept the 
position of sales manager of the St. 
Paul Electric Company, St. Paul, Minn. 

Mr. Jockers assumed his new duties 
the first of April. He will endeavor to 
promote this successful St. Paul concern 
to greater success, and in this effort he 
has the hearty goodwill of the industry. 


Attachments Important 

“It’s the dust she can’t see that gives 
the particular housekeeper the most 
concern.” Taking into consideration 
this important truth, the use of the 
electric cleaner attachments is particul- 
arly stressed in an attractive booklet is- 
sued for popular distribution by The 
P. A. Geier Company entitled “The 
Machinery of Housekeeping.” Too few 
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housekeepers realize the importance of 
the attachments as a means of getting 
dirt easily from crooks and crannies, 
from mouldings and drapes and from 
upholstered furniture. 

How to clean the kitchen linoleum, 
how to clean stair carpets, and why the 
oldfashioned mop closet, full of brooms 
and dustpans, should be replaced by the 
modern cleaner closet are some of the 
other household problems discussed in 
concise and interesting style. 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 
and New Establishments Opened 


Gold Electric 
electrical 
business at 455 South 
Trenton, New Jersey. 


will open 
and appliance 
Broad Street, 


Store 
contracting 


an 


George F. Grant Co., Inc., has opened 
a new electrical appliance and wiring 
supply store at 318 East Genesee Street, 
Syracuse, N. Y. 

The Ventura Electric Company is re- 
ported to have opened a new store 
carrying a full line of electrical sup- 
plies at Ojai, California. 


Milner-Flower Electric Company of 
which R. B. Conklin is proprietor, has 
opened an electrical appliance business 
at 501 Gurney Building, Syracuse, New 


York. 


White Electric Company of which 
Minor Best is manager, is opening a 
new electrical appliance store at 
Charleston, Illinois. 


F. J. Brown & Son have opened a new 
electrical business at Bar Harbor, Maine 


Linderman & Faucett are reported to 
have opened a new store at 900 South- 
west A Street, Richmond, Indiana, where 
a full line of electrical supplies will be 
carried. . 


Sager Electrical Supply Company. has 
opened business at 20 High Street, 
Brockton, Massachusetts. 


M. S. Clark, Jr., and F. B. Block are 
opening a new electrical store at West 


Bufflao Street, Warsaw, New York 


Crandon Bros. have opened an elec- 
trical supply store at 816 Kempton 
Street, New Bedford, Massachusetts. 


A. C. Sweetman is opening a new 
electrical shop at Waterloo. Iowa. 


Eberhardt & Company will cyen a 
new electrical supply business at 8106 


St. Clair Avenue, Cleveland, Ohio. 
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Helios Electric Company has opened 
an electrical appliance business at 33 
West State Street, Trenton, New Jersey. 
Incorporated capital, $25,000 


Koper Bros. have opened a new store 
carrying a full line of electrical supplies 
at 972 Cherry Street, S. E., Grand Rap- 
ids, Michigan. 


P. L. Halding & F. D. Walker are 
opening a new electrical appliance store 
at 119 Third Street, Bemidji, Minnes- 
ota 


Humboldt Electric Shop, Inc., is re- 
ported to have opened a new store at 
1025 North California Avenue, Chicago, 
Illinois, where a full line of electrical 
appliances will be carried. Incorpor- 
ated capital, $20,000. Incorporators: 
Fabin Pincoffe, 1025 North California 
Avenue, and others. 


O. K. Electric Shop of which Harold 
Bandow is proprietor, has opened busi- 
ness at 206 Clark Street, Stevens Point, 
Wisconsin. 

Hildreth, Becotte & Hildreth will 
feature a full line of electrical goods at 
their new store, 708 Asbury Avenue, 
Ocean City, New Jersey. 


John Dahlin is reported to have open- 
ed business at Rockford, Illinois. A 
full line of electrical supplies will be 
carried. 

L. E Hall has opened a new electrical 
supply store at Weleetka, Oklahoma. 


R. L. Harris will feature a full line 
of radio supplies at 104 East 10th 
Street, Ft. Worth, Texas. 


Emmett-Scharf Electric Fixture Com- 
any is opening an electrical supply 
business at 317 North Center Street, 
Bloomington, IIlinois. 


Louis Siegrist has opened a new store 
at the Miller Building, Chilton, Wiscon- 
sin, where a full line of electrical sup- 
plies will be carried. 


The Electrical Shop will open for 
business at West Side Court Square, 
Boonville, Indiana. Worth $50,000 to 
$75,000. Stock and fixtures $15,000. 
In market for fixtures. 


James W. Dinan is opening an elect- 
rical appliance store at 3441 Woodward 
Avenue, Detroit. Michigan. 


Victor Electric Company is reported 
to have opened a new electrical supply 
store at 2722 Gravois Street, St. Louis, 
Missouri. 


Kavanaugh Electric Fixture Company 
will feature a full line of electrical ‘sup- 
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plies at 610 East Adams Street, Spring- 
field, Illionis. 


George Farrell has opened a new 
store carring a full line of electrical 
appliance at Compton, California. 

Henry F. Hurley is opening a new 
electrical appliance store at 4842 Hamil- 
ton Avenue, Detroit, Michigan. 

Weleetka Electric Company of which 
H. J. Thele and H. H. Shaw are pro- 


prietors, is open for business at Wele- 
etka, Oklahoma. 

Donovan Electric Company is report- 
ed to have opened a new store at 1] 
East Sherman Street, Hutchinson, Kan- 
sas, where a full line of electrical sup- 
plies will be carried. 

S. O. Kennedy is reported to have 
opened an electrical supply store at 
Livingston, Tennessee. 

J. N. Stevens is opening an electrical 
store at 440 Superior Street, Toledo, 
Ohio. 

Stewart-Walker Company has opened 
a new electrical appliance store at 18 
Clifford Street, Detroit, Michigan. 

Corona Electrical Shop of which 
Frank Pike and W. G. Moss are pro- 
prietors, is featuring a full line of elec- 
trical supplies at 521 Main Street, Cor- 
ona, California. 

Wm. Hunter Electric Company will 
open a new electrical supply and ap- 
pliance business at the Blake Theatre 
Building, Webb City, Missouri. In the 
market for electrical supplies and fix- 
tures. Also wish trade papers on elec- 
trical industry. 

Radio Supply Store of which Bern- 
ard Clark, James Downs, and Gerald 
Cole are proprietors, have opened an 
electrical and radio supply store at 
Decatur, Indiana. 

East St. Louis Electrical Company 
has opened a new electrical supply store 
at 327 Collinsville Avenue, East St. 
Louis, Illionis. Incorporators: John 
Ames and others. 


Fairbury Radio Company is fea- 
turing a full line of radio equipment at 
216 Fourth Street, Fairbury, Nebraska. 

Jack Warren is reported to have open- 
ed a new electrical supply 
Cloverdale, California. 

James S. Hawkins & Paul L. Meyers 
have opened a new electrical supply 
store at Wabash, Indiana. 


store at 


Nelson Steketee will open a radio and 
electrical supply business at the Build- 
ers and Traders Exchange Building, 
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Grand Rapids, Michigan. In market for 
stock and fixtures. 

Cooper Electric Company has opened 
an electrical appliance and contracting 
business at 2029 Fifth Avenue, Birming- 
ham, Alabama. Incorporated capital, 


$5,000. Incorporators: M. L. Cooper 
and others. In market for radio sets, 
parts, etc. 


Community Electrical Shop is open 
for business at 8347 Grand River Ave- 
nue, Detroit, Michigan. 


Peerland Radio & Electrical Company 
is featuring a full line of radio and 
electrical supplies at 127 North Dear- 
born Street, Chicago, Illinois. Incor- 
porated capital, $10,000. Incorporat- 
ors; Samuel Pearson and others. 


Koontz Brothers Electrical Company 
of which Harvey and Herbert Koontz 
are proprietors, has opened a new elec- 
trical appliance store at 721 North 
Cushing Street, South Bend, Indiana. 

Garber Radio Electrical Company 
has opened business at Metamora, II- 
linois. Incorporated capital, $10,000. 
Arthur W. Garber and John H. Garber 
proprietors. In market for electrical 
supplies. 

W. E. Hirich is opening a new elec- 
trical appliance store at 1263 Griswold 
Street, Detroit, Michigan. 


Electrical Service Company of which 
W. J. Balaam and J. E. Riddle are pro- 
prietors, opened a new store carrying a 
full line of electrical supplies at Red- 
ondo Beach, California. 


Ace Electric Company has opened an 
electrical supply business at 125 North 
Wells Street, Chicago, Illinois. Incor- 
porated capital, $10,000. Incorporat- 
ors: Arthur Chellberg and others. 


Ben Gutierrez is reported to have 
opened the Electrical Store at 1111:Gar- 
den Street, Santa Barbara, California. 
A full line of electrical supplies will be 
carried. 


Opportunity is Knocking 
_The following is clipped from a re- 
cent issue of the Wisconsin Electrical 
Development Association’s bulletin: 

Building permits issued in Milwaukee 
during March set a new high record— 
more than $2,250,000. This is an in- 
crease of about a quarter million dollars 
over March, 1921, and that was the ban- 
ner year in the building inspector’s of- 
fice. A million homes will be built in 
1922 according to reports from Wash- 
ington. 
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This means more wiring, more con- 
venience outlets, more lighting equip. 
ment, more electrical appliances, more 
work and material of every kind for 
electrical men, and those engaged in the 
building trades. 

It is said that $1,500,000,000—Gee! 
what a long line of figures—is spent 
yearly for electrical equipment of vari- 
ous kinds in the United States. 

Less than half of America’s homes are 
wired for electricity. 

This means that thousands and thous. 
ands of homes are prospects for new 
work—and the other half—the wired 
homes—many of them are prospects for 
additional electrical equipment of every 
kind. 

Opportunity is knocking at the door 
of every electrical man right now. 

Business is quiet with some people 
because they act and talk as though it 
were. Let’s all get busy and wake busi- 
ness up—and make it better for every- 
one. 

Spring housecleaning time is here. 
What better opportunity could one have 
for the sale of vacuum cleaners? Every 
woman knows the old broom is only a 
makeshift at best. She is already sold 
on the vacuum cleaner idea—the manu- 
facturers, advertising has done that. 

Now you get busy. Let people know 
you sell vacuum cleaners. Get a good, 
live woman demonstrator on the job— 
one who looks as if she really knows 
what spring housecleaning is—and how 
to go about it. Send her out visiting, 
with a vacuum cleaner, and watch her 
get orders. 


Your Trade Association 


According to a recent article in “Na- 
tional Lighting Rays”: 

There was never a time in the history 
of industry when there was a greater 
opportunity for the trade association— 
for the individuals of a trade to get 
together and pull together for better 
times. It isn’t when everything is love- 
ly and there’s a lot of orders waiting 
around the corner that “a feller needs 
a friend.” 

It is when things are difficult, when 
orders are not easy to get, that the trade 
association forms a rallying point for 
coéperative spirit and for optimism. So 
when you meet a man who says he can't 
afford to keep up his subscription to 
his trade association just remind him 
that it isn’t when it’s fine weather that 
he needs an umbrella, but when it’s 
wet. 


Ju 


gr 











June, 1922 


=-_-—— a i = — 


*>-MANUFACTURING: 


N A Department Devoted to the Latest Devices Used by the Electrical f 





NATIONAL ELECTRAGIST 








Contractor and Dealer 






















Solderless Connector 

The Frankel Connector Co. Inc., of 
New York City, is now featuring the 
Westinghouse-Frankel Solderless Con- 
nector. This connector can be applied 
wherever two wires or cables are to be 
connected, where one fire is to tapped 
by another or where a wire is to be 
connected through a terminal lug to a 
binding post. 

The most satisfactory connection is 
made by this connector for either tem- 
porary or permanent joints, inasmuch as 
it makes possible a perfect mechanical 
and electrical joint, and because its use 
eliminates the use of solder. 


New All Metal Base 


The flat back wall receptacle has 
gradually been losing ground because 
of the growing popularity of outlet 
plates. 

These plates when used for new work 
usually have a stud extending beyond 
the surface of the wall, and in old house 
work the plate is set on the wall surface. 

Another cause is that outlet boxes in 
general are rarely set flush or true with 
the wall surface. 

Therefore the electragist has found it 
necessary to make up special brackets 





and canopies where a wall receptacle 
would have been preferable and cheap- 
er. 

Pass & Seymour, Inc., Solvay, N. Y. 
has succeeded in filling this long felt 
demand in its new All Metal BR Base. 
This is an all metal base for every con- 
ceivable form of concealed outlet: old 
work, loom plates, ceiling plates, boxes 
for metalic and non-metalic flexible 


conduit. It covers them all, and when 
combined with the various bodies makes 
a full line of wiring devices. The stand- 
ard finish of BR is brush brass. 

The bridge inside is a full inch above 
the skirt and this base will therefore 
cover any projection such as pipe ends 
or studs that extend one inch from the 
wall or ceiling surface. 

A complete series of adapters have 
been developed to secure this base to all 
forms of outlets. 


New Model Spotlight 


The Appleton Electric Company of 
Chicago who recently took over the 
Anderson Electric & Equipment Com- 
pany, announces the latest models of the 
AutoReelite—the spotlight on a reel. 

Illustration is of model F AutoReelite 
for use with enclosed cars. No awk- 
ward reaching outside—merely turn the 
control wheel and throw the light up, 
down, or sideways. Model G is prac- 





tically the same except that it has clamps 
for attaching to open cars when used 
either with or without storm curtains. 
The AutoReelite can be instantly de- 
tached and reeled out—a light anywhere 
within a 12 foot radius of the reel. 
Reels and unreels like a window shade. 
Furnished ‘in either black and nickle 
trimmed or in all nickle finish. 


New Desk Lamp 


A new desk lamp has recently been 
placed on the market by S. Robert 
Schwartz & Bro., New York City. This 
lamp has been specially designed to 
meet the demand for an inexpensive 
gooseneck type of desk lamp of the 
best standard of quality and finish. 

The No. 310 desk lamp has a heavy 
cast iron base (ornamental design) 
8” long and 514” wide, and is felted on 


the bottom. It has a brass parabola 
shade and 12” brass phlexarm that pro- 
vides adjustability to any angle desired. 
Every lamp is completely wired with 
association key socket, 10 feet new code 
parallel mercerized cord, and 2-piece 
association plug. 





It is furnished in two distinctive fin- 
ishes—verde green and antique bronze. 
Each lamp is completely wired and in- 
dividually packed in a corrugated car- 
ton, with a label on the front showing 
a picture of the lamp, its number, and 
its finish. 


Metal Punch 

The No. 18 Parker Metal Punch 
manufactured by the Parker Supply Co. 
of New York City, is provided with an 
exceptionally deep throat and open jaw, 
so that even the center hole in an 18 inch 
pan be punched. 

The design of this punch is such that 
with equal facility it will accommodate 
canopies of all sizes, both for punching 
side holes as well as the bottom hole for 
a slip ring; key slots in socket covers; 
holes in any part of a wall bracket, ete. 
Special punches and dies are made that 
will perform work which cannot be done 
with a single tool—the closing of slip 
rings in canopies and the inserting of 
threaded bushings in socket covers. 

The dividing gauge, with which each 
punch comes equipped, by a few simple 
adjustments automatically divides a pan 
or the like, so that the requisite number 
of holes may be punched without mark- 
ing or measuring. The distance gauge 
assures of getting all holes exactly the 
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same distant from the edge of the work. 

Round punches and dies are made in 
18 sizes from 1%” to 1-1|16”. Punches 
and dies for the closing of slip rings in 
canopies can be furnished in sizes rang- 
ing from 3” to 1” brass pipe. For 
punching key slots in socket covers, 


husks, etc., on one operation, two dif- 
ferent sizes of punches and dies are 
made. One measures 5|16” x 15/16" 
and is used for key sockets, and one 
5|16” x 14” used with pull chain sock- 
ets. 

The Parker Metal Punch No. 18 will 
surely appeal to every fixture man for 
its versatility and the convenience con- 
current with its use in the fixture shop. 


Safety Globe Holder 


The Cochran Safety Holder, manu- 
factured by the Art Metal Mfg. Co. of 
Cleveland is an interesting development 


in safety holders. Instead of the usual 


holding screws, the means of support 
are resilient metal fingers, as shown in 
the illustration. 

The fingers are slipped into the globe 
and pushed outwards by means of the 
adjusting screws until the bent ends sup- 
port the weight of the globe. In this 
way the amount of tension on the ad- 
justment screws may be varied within 
wide limits without decreasing the ef- 
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ficiency of the grip on the globe, and 
because of the resilience of the fingers 
it is impossible for the glassware to me 
broken through unequal tension, heat 
expansion, or vibration. Futhermore 
the pressure of the upper portion of the 
fingers againts their respective adjust- 
ing screws acts as a lock nut and pre- 
vent them from working loose. 

The Cochran Safety Holder elimin- 
ates the danger of attaching large sized 
globes to fixtures, and therefore makes 
safe installations in schools and places 
of public assembly where the lighting 
units are often suspended at a consider- 
able height above the floor. 


New Attachment Plug Cap 


Attachment plug caps used on such 
devices as irons, washing machines, va- 
cuum cleaners, and electric drills are 


frequently and annoyingly broken, and 
the device put out of service. 

To eliminate this source of trouble 
and expense the specialty and switch 
department of The Cutler-Hammer Mfg. 
Co., Milwaukee, has brought out a steel 
clad cap which is exactly like the stand- 
ard cap (fitting all plugs and recepta- 
cles of standard design), with a protect- 
ing jacket of steel. 
called the Dreadnaught 
was brought out through the request of 
an appliance manufacturer who real- 
ized that such minor troubles as broken 
caps often reflect adversely on the ap- 
pliance itself. 


This cap 


Condensed Notes of Interest 
to the Trade 
Two folders setting forth its line of 


fans and safety type panelboards have 
been issued by the Frank Adam Elec- 


tric Co. of St. Louis. The first entitled 
Hang the Fan for Convenience, Comfort 
and Safety conveys the thought that a 
fan should be a natural and permanent 
equipment for every room instead of 
having to be carried from place to place 
as is now the custom. The second en- 
titled The Greatest Triumph in Panel- 
board History tells how after two years 
of intensive work the T-P Panelboard 
was perfected. 
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A comprerensive catalog on § 
boards, panelboards,, and cabinets 
been issued by the Mutual Electr 
Machine Co. of Detroit. Touching 
pecially on theatre stage and audito 
lighting, it gives detailed specificat 
of wiring diagrams and typical s 
switchboard installations. 

A booklet has been issued by 
Bussmann Mfg. Co., of St. Louis, ce 
ing its line of new knife blade renew 
fuses. 


The Carroll Electric Co. of Washi 
ton, D. C., has incorporated its busi 
as of April 1. The new firm will ret 
the same name and the officers will) 
Harry R. Carroll, president; Louis} 
Carroll, vice president; and Harry 
Clayton, secretary. 


The territory of Quebec, Ontar 
New Brunswick, and Nova Scotia will 
covered for the Betts & Betts Corpo 
tion of New York City by W. Ross Hj 
ton whose office will be in Montre 
The Spector Company of St. Paul 
represent this concern in Minnesota a 
North and South Dakota. 

The Machen Electric Mfg. Co. 
Philadelphia has issued a folder cov 
ing its line of standard and duplex f 
ceptacles. 

Charles Franck, manager of the Hol 
phane Glass Co. Inc., of New York Cit 
has left for a three months’ trip ¢ 
Europe. He will tour Germany, Swit 
erland, and France. 

The thoroughly vented renewab 
fuse, recently developed, is discussé 
and illustrated in a folder entitle 
“Shurvent Protection,” just published I 
the Westinghouse Electric & Mfg. Ce 
East Pittsburgh. 

A handbook describing and illustr 
ing interesting developments in 
welding field has been issued by th 
Page Steel and Wire Co. of Chicago. 

David C. Rosetahl has been appointe 
sales manager of the Camphell Lam 
Co., Inc., of New York City. Mr. Rose 
tahl has had many years of experienc 
in the electrical lighting indust 
having been with such firms as the Stet 
ling Bronze Co., J. B. McCoy & So 


National X-Ray Reflector Co., and th 
B. & K. Mfg. Co. 


Harry B. Kirkland, vice president ¢ 
the American Wiremold Company 
Hartford, Conn., who has been locate 
in New York City, has moved to Ha 
ford and established his headquarte: 
at the home office, assuming charge 
the sales department. 








